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Youcan’t beat Cyclone Products for steady 
year after year sales. Each one bears the 
famous Cyclone name that’s known to 
home owners everywhere. Nationally ad- 
vertised. 

Cash in on the demand for these 
quality items. The kind of items that 
satisfy every purchaser and bring new 
customers to your store. Each Cyclone 
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Lawn Fence 


More built-in quality than 
ever. Extra cable at the 
bottom for added strength. | 
Identified by the Cyclone | 
“Red Tag” every 15 feet. | 
Ideal home protection. 

b I 


Cyclone ‘‘45”" | 
@ Chain Link | 


Fence 
AbrandnewCycloneprod- | 
uct forthe hardwaretrade. | 
Opens up an entirely new | 

i 
i 
L 


fence market. 
New oppor- 
tunity for 
sales. Same 
quality as 
CycloneChain 
Link Fence 
that’s known 
everywhere. 50 ft. and 100 ft. rolls. Cyclone 
een “45” fabric can be spliced. Simply twist out 
= one picket and weave back into ends of 
fabric thus making an invisible joint. 
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@ Cyclone neler a 
Wire Screen Cloth 


The brand that home owners every- 
where know and want to buy. Builds 
| good will by giving customers*com- 
| plete satisfaction. Galvanized, 
| painted black, bronze or copper. 


Cyclone 1. 


products 


product helps you sell the complete line. 

Cyclone “Red Tag” Products are sold 
only under the Cyclone name and only 
through the regular hardware trade. Con- 
veniently located jobbers throughout 
America make prompt deliveries every- 
where. Order from your jobber. If he can- 
not supply you, write direct to us. 
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Cyclone 

| @GATCH-AL 
Basket 

_| Insures a safe bonfire. A year- 


round seller. Why not cash in 
on thisattractive profit-builder? 


CycLone Fence Company, General Offices, Waukegan, III. 
Branch Offices in All Principal Cities 
Pacific Coast Division: Standard Fence Company, Oakland, Calif. 


SUBSIDIARY OF UNITED STATES STEEL CORPORATION 


. F. Co., 1930 
OS. 7.22-3 PRINCIPAL SUBSIDIARY 


CARNEGIE STEEL COMPANY 





AMERICAN BRIDGE COMPANY 
AMERICAN SHEET AND TIN PLATE COMPANY COLUMBIA STEEL COMPANY 
AMERICAN STEEL AND WIRE COMPANY CyYcCLoNne Fence COMPANY 

Pacific Coast Distributors — Columbia Steel Company, Russ Bldg., San Francisco, Calif. 


MANUFACTURING COMPANIES 
FEDERAL SHIPB’LDG. & Dry Dock Co. 
ILLINOIS STEEL COMPANY 
NATIONAL TuBE COMPANY 
Export Distributors—United States Steel Products Company, 30 Church St., New York, N.Y. 





THE LoRAIN STEEL COMPANY 
TENNESSEE COAL, IRON & RAILROAD Co, 
UNTVERSAL ATLAS CEMENT COMPANY 
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Eclipse dealers in 1931—are in a position to 
meet every lawn mower demand. For those 
who desire the best in lawn mower quality they 
have the Famous Eclipse models with patented 
goose neck bar adjustment and self-sharpening 


A LEADER 





feature—for the medium price buyer the IN EVERY 
Prophet—the Elmco and the Lady are highly 
popular and for the low price buyer the Mid- PRICE RANGE 
West and the Ace offer unbeatable values. On . . 
‘ ; : The Eclipse Super-Five—Ball and 
top of this complete range is the Eclipse Power Hyatt Bearings. 
: The Eclipse Model B—Ball Bear- 
Mower—enabling the hardware merchants ings. 
: : f — Model H—Ball Bear- 
to cash in on the growing demand for | i. 
this equipment. | The Elmco Model R—Ball Bear- 
The aon Model T—Ball Bear- 


ECLIPSE MACHINE CO. / Iie ome cin. 


The Ace—Bronze Bearings. 

The Eclipse Power Mower with 
Briggs and Stratton 4-Cycle 
Gasoline Engine. 


Prophetstown, Ill. 
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Any sizes - - - ANY QUANTITIES 
AND QUICK DELIVERY FROM STOCK 


HE United Screw and always in stock and ready for imme- 
Bolt Corporation reg- _ diate shipment! 
ularly maintains the Check the list below and send us your 
largest and most com- inquiries —if the items are in stock 
plete stock of screw products. anywhere, you'll find them at United 


Think of it: 6000 sizes and styles ...any sizes...any quantities ...de- 
.-.-.- almost unlimited quantities _livered as quickly 4s you need them. 


The UNITED Line: 



















NUTS SCREWS MISCELLANEOUS 
Machine Screw Knurled Machine Cap Taper Pins " Studs 
Acorn or Cap Conduit Binding Set Light Metal Stampings 
Castellated Wing Knurled Special Threaded Wire Shapes, 
Semi-finished Special * Plumbers’ Bolts, Screws, 

Nuts and Threaded Rods 
a All UNITED Products 
Standard Special are available in brass, BOLES 
Hardened and steel or other metals Special Toggle 
Ground Expansion 
Complete stocks conveniently located in 
CHICAGO CLEVELAND NEW YORK 












UNITED SCREW & BOLT CORP. 
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Product 


Screen Wire] Screen Wire sie Fencing 


BRIGHT Reg. Grade (12x13) Galvanized Before § Galvanized Before Galvanized LIGHT 
and aleo 14-16518-20 Steel Wire ee 


~ and and 
ROMAN 24 40 Mesh-also | Galvanized After § Galvanized After Cloth 
14° 16 Mesh — Ex. Hy 14 Mesh Only Weaving Weaving in-all grades 14-16 Mesh: 


— of new customers, testify to the soundness of our adherence to the standards of QUALITY 
and SERVICE which have established the name of “G & B” as a guaranty of dependability — 


‘The Gilbert & Bennett Mfg. Co. | 


Established 1818- America’s Oldest Woven Wire Factory- Manufacturers 


WIRE CLOTH, NETTING and F ENCING 


Galvanized Steel Wire Cloth im- alk~Meshes and ~Gauge 


New York City Georgetown, Conn. Chicago 


PREFERENCE- Continued preference with experienced buyers everywhere, and the increasing number 


cit Clty, Mo. 
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move most satisfactorily and profitably over 
shortest distances between producer and 
A, Sa consumer. Retail dealers rightly are 
demanding the sort of service facilities 
which enable them to give promptest 
service with minimum stocks. 
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Here, in one of the country’s best pros- 
pering territories, 21 million people 
look to Kansas City as the principal 
source of commodity supply. And, of 
this vast group, 19 million are served 
more economically from Kansas City than 
from any other market. 
























Kansas City has every transportation 
advantage. Twelve trunk line rail- 
roads radiate in every direction giving 
fast passenger and freight service. The 
6-ft. Missouri River channel is almost 
completed. Regularly scheduled air- 
plane service connects Kansas City 
with every section of the country. 
Here, too, is an important center of 
truck and bus transportation. 






Get nearer this vast matket. Setvéthe 
Kansas City tefritory from Kansas City. 
Utilize its‘¢rahsportation and manufac- 

turing advantages to your own profit. 
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eee 





CW IN-DUSTRIAL COMMITTEE OF 
THE CHAMBER OF COMMERCE OF 


almost ready for barge line opera- 
tion, This new-old transportation 
artery shortly will give low-cost 
water connections with all inland 
waterways and with the seaboard 


IN KANSAS CITY . 
Engineers report that the 6-foot 
Missouri River channel to the MO 
Mississippi is almost completed, ale © 9 . 


INDUSTRIAL COMMITTEE, CHAMBER OF COMMERCE, 
KANSAS CITY, MISSOURI 


Please send me the facts about Kansas City. I am interested in the 


industry. 








9 Name 
Firm 
Address 
City State. 
{I saw your advertisement in Hardware Age} 
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The Home 
lool User 





Sold through jobbers 


NICHOLSON FILE COMPANY 
Providence, R.1., U.S.A. 


NICHOLSON FILES 
w 





NS RE ORG OS BROAD 
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_ No. S410. A drop-forged 
. Snip of special steel: 
> ground on Crescent de- 
signed machines insur- 
ing keen, accurate edge. 
Eight sizes from 7 to 14 
inches.S$410, 10in.$1.00. 









No. 1412. Combination 
Snips. Will cut curves, 
circles or straight line 
without bending orkink- 
ing metal. Two sizes: 
T47, 7 inch $1.00 and 
T412, 12 inch $1.50. 













No. r047. An all steel, 
unbreakable Hacksaw 
Frame combining bal- 
ance with rugged 
strength. Adjustable 8 
to 12 inches $1.25. 
















No. 1044. Extra Heavy Duty 
Solid Frame, extremely rigid. 

Permits _use of power saw 

en For 10 inch blades 
1.75. 


No. 1045. (Not illustrated) 
Extra Heavy Duty Hacksaw 
Frame designed for unusually 
severe service. Adjustable 8 
to 10 inches $2.00. 










There are other Crescent Saws 
with wood, steel and compo- 
sition handles ranging in price 
from 60 cents to $1.00. 
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No. 175. General 
Utility Wood chis- 7a Insulated. 


el ote all steel con- known Line- 
struction. Tough, = ’s Plier with the 


keen-edged, ex- new rubber-plated No. L$26. A Thin Nose 
tremely service- handle <; 8 . Slip Joint Plier with a 
able. Three sizes: inch $3.75 -\ tough, general utility 
3/4 inch 65 Cents side cutter. 6 inch 75 
1 inch 75 centsan cents. 
114 inch 85 cents. 


No. 125. Storage Battery See 
Plier with slip-joint and ~~ 
bent nose. Large, sharp 
teeth provide powerful 
grip. 6 inch $1 00. 
















y 

No. 264. A Special Wire 
Cutting Plier suitable 
for cutting baling wire, 
wire box strapping, 
reinforcing wires, etc. 
5 4 inch 35 cents. 


Died 
opt 


WITH THESE 











IMPROVED CRESCENT TOOLS 


THE Crescent Tool Company has kept pace with 
the many recent improvements in engineering 


design. 


Requirements in hand tools as well as motor cars 
and machinety change. It has been the task of 
Crescent research engineers to revise, create and 
perfect new tool designs to meet changing needs. 


These tools represent months of painstaking ex- 
_ periment: They” are’ made by men who have 
earned a reputation as master tool builders. Like 
‘ every tool in the Crescent, Smith and Hemen- 
i etd way line, they are sold with an unconditional 


uarantee of “satisfaction or your money back.” 
g ¥ y 


5 ig Cem 


CRESCENT TOOL ‘COMPANY 
JAMESTOWN, N, Y. 
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NYONE in need of light, fast, 
economical haulage will find the 
new International Special Delivery inter- 
esting from many angles. First, it is a 
handsome job, with its neat, trim radia- 
tor; long straight hood and cow]; grace- 
ful, full-crown fenders; modern steel 
wheels; 136-inch wheelbase; and at- 
tractive, well-built bodies. Second, the 
Special Delivery is as thoroughly modern 
mechanically as it is in appearance. 
All in all, it is a great truck—and it is 
all truck, remember that! 


By all means see this new Interna- 
tional and check its many features, point 
by point. Note its increased power and 
smoother operation, improved steering, 
longer load space, more comfortable 


Che NEW International 
SPECIAL DELIVERY 





cab, improved brakes, increased operat- 
ing efficiency, and complete equipment. 

And go beyond the truck itself, to 
the service organization that protects 
every International every day of its life. 
International Harvester maintains 180 
big Company-owned branches in the 
United States and Canada for this 
purpose, and these are supplemented 
by dealers at many points. 

The nearby International Truck 
branch or dealer will gladly arrange for 
you to see the new Special Delivery, as 
well as the other modern models in 
the International line. Capacities range 
from the 3%4-ton Special Delivery up to 
the big 5-ton Heavy-Duty Truck. Cata- 
logs sent on request. 


INTERNATIONAL HARVESTER COMPANY 


606 So. Michigan Ave. 


OF AMERICA 


(Incorporated) 


Chicago, Illinois 









Ma YK 








{INTERNATIONAL \ 
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One of the **Four Hundred”’ 


Micrometer Caliper No. 8 RS is one of the four hundred different 


Brown & Sharpe Micrometers—a complete line. 


What does this mean to the hardware dealer who features Brown 
& Sharpe Tools? It means that skilled mechanics recognize his 


store as being the headquarters for good tools. 


They know that regardless of the kind of job there is a micrometer 
in the Brown & Sharpe line which will measure the werk accurately 
and quickly. This reliance upon Brown & Sharpe Micrometers 
and other tools has been built upon years of satisfactory perform- 
ance and is one of the greatest assets of the Brown & Sharpe déaler. 


It’s always more profitable to concentrate on the line that is most 
readily accepted. Brown & Sharpe Mfg. Co., Providence, R. I. 


[BS 


Brown & Sharpe Tools 


*WORLD’S STANDARD OF ACCURACY” 
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HOUSE PUMPS 
thet 

Neat ~ 
Attractive~ 
Dependable 


Extra profits—extra years ; 
of pumping service — [im 
Myers House Pumps pro- & 
vide the greatest values 
ever offered in house 


pump construction. 


Popularized because of their 
exceptional qualities, in de- 
mand wherever discriminat- 
ing buyers exist, widely ad- 
vertised and sold because of 
the satisfaction they give, 
for years dealers everywhere 
have sold them exclusively. 


And don’t forget there is a 
style and size for any need 
in this particular field. Brass, 
brass lined or polished cylin- 
ders, plain or cock spout, 
glass or brass seat, cog gear 
or plain head—all neatly de- 
signed and finished—all of 
the same standard of perfec- 
tion—they harmonize with 
any surroundings and are 
dependable for year through 
pumping service. 

It stands to reason that 
when you stock and sell 
Myers House Pumps your 
sales and profits should be 
greater than from ordinary 
cheaply built types. 


Catalog and prices on re- 
quest. 


Take Hat=;3 
oO The Fi 
MYERS 44 
NGERS 
om 











PUMPS -WATER SYSTEMS -HAY TOOLS -DOOR HA! 














ima, 
J XS 



















PATENTED 


COG-GEAR 
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PATENTED 
1 GLASS 
Waive SEAT 





BRASS 


\ pC | 


| a" . 


TH FL.E.MYERS & BRO.é. | 
ASHLAND, OHIO. 
Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every 3 


WATER SYSTEMS-HAY and GRAIN UNLOADING TOOLS ~ BARN,FACTORY and 
GARAGE DOOR HANGERS- STORE LADDERS. Etc. 








‘iat RA: 
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Furnished in 14, 16 

and 18 mesh, in even 

inch widths 18” to 

48.” 100 lineal feet 
to the roll. 








Our Other Brands Screen 
Cloth 


Cortland Black, Enameled 
Cortland Gray-Wick 
White Metal Finish 

Wickwire Premier 
Wickwire Copper 


The Saltiest Salt Air 
Cannot Rust WICKWIRE BRONZE 


When you tell customers that WICK WIRE 
BROTHERS BRONZE Screen Wire Cloth is AB- 
SOLUTELY RUSTLESS the cloth will prove it in 


actual service. 


_ Made from a special alloy of 90% Copper and 10% 


Zinc it has the coating and the strength to defy 
time and the elements. After 32 years’ use, home 
owners have written us that WICK WIRE 
BROTHERS BRONZE is still in good condition. 
Always made from FULL GAUGE Wire drawn in 


our own mills. We control every operation. 


Sell WICKWIRE BROTHERS BRONZE with pee 


fect ccnfidence. 


Your Jobber will supply you. 


er-emomecoese: 
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QUALITY PRODUCTS 


The new “Slide-Off’’ Double Your Sales on 


TRANSFER SETS jij PATCHING WOOD 
(No Varnish or Adhesive Necessary) and Tl L E CEMENT 


Very popular because of their 
beauty, and ease of use—‘‘Sim- 
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ply Dip in Water and Apply.” with this new all-steel, brightly 
All Waterproof oils. Only 25¢ lacquered and decorated self-sell- 
complete set. Stunning Jade ing and stock-containing swivel 
Green lacquered miniature Cabinet. May either be hung up 
Breakfast Nook Bench with 33 or stood on counter. Given 
samples of loose-leaf sets ringed FREE with Dealer’s Complete 
to bench back—given FREE Assortment of 24 %4-lb. 25c. cans 
with Patching Wood; 12 %-lb. 25c 

cans Tile Cement; 12 25c tubes 
Dealer’s Complete Assortment Patching Wood; 12 10c bottles 


Lacquer Thinner; 1 1-lb. 75c. 
can Patching Wood, 





$4 25° Net 
50% profit 






Combination Cans 


GOLD OR 
SILVER 


PURE OIL 
COLORS 










aa A I | T 20 popular colors. Each tube litho- “Ground in Pur 
70c seller graphed in its own color, Jade Li of 
Green lacquered metal stock-dis- nseed Oil’ 
40% Profit 40c seller Oe ee play cabinet ie” ss fe” 2 6” 
pry Bronzing Liquid and with | individual compartments— 
25c seller a separate carton of Bronze. also ey olor Card given 












: bination 
ae eae aes Gee of Dealer’s Complete Assortment 


heffield superfine pure metal 
Stpronzes, and Sheffield heat- $ ¥ & 80 
; imine 


resisting liquid. 





You'll be 


surprised with Biggest Value ! 
sales you'll get on 


BRONZE ||| KLEEN-A-BRUSH 
POWDER 40% Profit 


the minute you start dis- 





i = ge re Your customers get the biggest dime’s 
acquered metal revolvin 
Counter Display, cae worth of brush cleaner on market—you 
ing the most popular sell- make practically 40% on each Roc 
ing colors, in LARGE With order for 4 dozen 10c packages 
GLASS TUBES. Also . : : 
Bronzing Liquid and Ba- we give you this —— lacquered 
nana Liquid in popular and attractively decorate 
co FREE wi play FREE 
iven th 
Dealers Lom ite Assortment Metal Hanger 
co which may either be hung up or stood 
O74 ner Jill osacer 








If it’s a Sheffield Quality Product, it sells quicker 

EMEMBE . . . you make more on it . . . and it repeats. 
Order from your jobber. Jobbers, write for 
discounts. 


THE SHEFFIELD BRONZE POWDER & STENCIL CO. 


5819 Kinsman Road, Sheffield Bidg., Cleveland, Ohio Canadian Factory: 426 Queen St., E., Toronto 


Stightly sm west 
of the ississippi 
and south of Tennessee 
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RIGHT NOW 
YOU ARE @3ek LING 


MORE LITHOPONE BASE 
PAINT THAN ANY OTHER 
KIND OF PAINT 





® Because right now you are selling more 
interior paints . . . and because right now 
Lithopone holds the distinction of being 
the most used pigment for interior paints. 


® Whether your customers realize it or not, 
every time they paint the walls and ceiling of 
a 12 foot room with two coats of flat white, 
the chances are they spread about 30 pounds 
of Lithopone. 


© \Why not capitalize on the popularity of this 
pigment among paint manufacturers? You can 
increase interior paint sales by telling your 
customers why scientific paint makers use 
Lithopone in greater quantities than any 
other white pigment known. 


® The complete story is told in the booklet, 
“Lithopone —The Most Used White Paint 
Pigment.” It’s chock full of excellent sales points 
—facts you should have to sell more paint. 


¢. L B A L | T H” Send for a free copy. 


* The New Jersey Zinc Co. 
L | T H O P O N E 160 FRONT STREET NEW YORK 
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. . WOOSTER BRUSHES 
. DISPLAY THEMSELVES 










Wooster’s new Sell-A-Brush pack- 
age makes its own open display— 
saves time—gets quick sales—pro- 
tects brushes from dust and deteri- 
oration and eliminates need for 
special display fixtures. 

















Ideal for window display 


You don’t have to buy special assortments—there’s no 
extra charge—the new Sell-A-Brush boxes are now the 
standard packaging for Wooster Brushes, regularly sup- 
plied. Take a look at the new box! It is only neces- 
sary to remove the lid, write YOUR PRICE on the price 
tag, lay the box flat, or tilt on the lid . . . and you’ve got 
a brush display that is ideal for the counter, ledge, table, o1 
window. 


Only Wooster offers Sell-A-Brush packaging, Foss-Set, Ted- 
the-Tester, national advertising in Saturday Evening Post, 
Collier’s, Popular Science Monthly, and the leading painters’ 
journals. Is it any wonder that Wooster dealers get greater 
profits, prestige and turnover with the Wooster Brush line? 

















Write for catalog. Easy to place an attractive Wooster si 


Brush display on any table or ledge 
THE WOOSTER BRUSH COMPANY, Wooster, Ohio 


Wooster BRUSHES 


THE BRUSH THAT PAINTERS KNOW 
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No severer test could be conceived. 












| LOOK! 
| Murphy Airplane Spar Test | 
| “Going from | 


ZERO to BOILING | 



















Thousands upon 
. thousands have 
witnessed this striking Aircraft Spar demonstration during 
the past year. Panels placed in freezing water (0° Centigrade, 
32° Fahrenheit) and then in boiling water and alternated 
every hour during the day without damage to the finish. 


Sales of the new 
Murphy sijcrsp Varnish 


are soaring month by month 


HY? Because of the spectacular 
features of this ultra-modern 
product. 
Heatproof — Waterproof— Durable 
—4 Hour Dry. mech 
Hard drying enough for floors. Re- 
fined enough for the finest cabinet 
woods. ye tog. 
An all-purpose varnish for indoor 


* and outdoor use. 


This remarkable spar varnish has 
proved itself in the field of aviation 
and marine work and its popularity 


leon 2 


has rapidly spread to the painter and 
the home user. 

Everywhere stores that are selling 
Murphy Aircraft Super-Spar Varnish 
report increased sales of clear varnish. 

We suggest that you get in a supply 
of this fast selling product from your 
jobber, or write to us for further in- 
formation. 


MURPHY VARNISH COMPANY 


Néwark Chicago San Francisco 


ESSEX VARNISH COMPANY, NEWARK 
(Associate Company) Baking Material Specialists 








MURBDEFY 


Famous for 65 years among architects, master painters and makers of products requiring a fine finish 
Da-Cote Enamel 
Transparent Interior Varnish 
Muronic Enamels 


Transparent Floor Varnish 


Da-Cote Varnish Stain 





FINE 


Univernish (the all-purpose varnish) 
Aircraft (Super) Spar Varnish 


FINISHES 


Brushing Lacquer 
Transparent Spar Varnish 
Quick White Enamel 


Four Hour Varnish 
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New Display Material 
for 


PLASTIC WOOD 


Reg. U.S. Pat. Off. 

















ALES of Plastic Wood keep going right 
ahead—and the more you feature it the 
more opportunity there is for profits in your 
store. Its use entices the householder into 
many home jobs and repairs. Now is an ideal 
time to keep things moving. 


And here is a new lithographed window dis- 
play in colors that brings direct attention 
to many everyday practical uses of Plastic 
Wood around the home. You can make your 
windows pay profits by asking your jobber’s 
representative regarding the Plastic Wood 
Window Display Plan. 


Household circulars, boat circulars, or pat- 
tern shop circulars, on request. 
The A. S. Boyte Co., 1934 Dana Ave., Cincinnati, Ohio. 


Kindly send information on Plastic Wood Window Dis- 
play Plan— 





Signed. 


Address 








We buy through the following wholesaler: 























ie: 


———————— 

















Any painter who 
has once used 
Rubristo Brushes 
will instantly put his O. K. on the following 
points. 


(1) Rubristo Brushes are made from 
“split-flag” hog bristles which result in these 
advantages: 


(2) BETTER COVERAGE since the fine 
ends of the bristles lay the paint more evenly 
and more quickly. 


(3) LONGER BRUSH MILEAGE. There 
is nothing that can compare with hog bristles 
when it comes to testing out the length of 
time that a brush will last and still do good 
work. 


(4) PROPER SETTING. Since these hog 
bristles in Rubristo Brushes are properly set 
in vulcanized rubber, they will not pull out, 
even under the most strenuous conditions. 


The above facts should convince 
any dealer that it would pay him to 
standardize on Rubristo Brushes. 








leg sere 


Send for Catalog 


HANLON & GOODMAN CO. 


342 Madison Ave., New York 
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HIGH LEAD CONTENT 


eliminates painting troubles « pure lead paint gives the best 


satisfaction of all ¢ build YOUR good reputation by selling pure 


lead paint e by selling Eagle Pure White Lead (old dutch process) 


Eagle comes both ways 
—both as Soft Paste and as Heavy 
Paste. Most painters have changed 
over to the Soft Paste, which comes 
already broken -up to shop - lead 
consistency, thereby saving paint- 


ing time. 
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ODERN vaporizing type. 

No wicks, no moving 
parts. Three models, all with 
humidifier. All may be had 
with 5-gallon fuel tank at- 
tached, or with constant level 
valve for connection to out- 
side supply. 
No. 1005 (illustrated) finished 
in grained walnut porcelain 
enamel. 
No. 1003, porcelain enamel 
in ivory trimmed with green. 
No. 1001, polished bived steel. 
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word in modern 
without a furnace 


Perfection’s New Superfex Circulating Home 
Heater Burns No. 1 Furnace Oil (Distillate) 


RACTICAL, successful oil heat without a central 

heating system. The new Superfex Circulating 
Home Heater spreads the cleanliness, convenience 
and comfort of modern oil heat to suburban and 
rural markets. 


Here is a compact unit, no larger than a cabinet 
radio, that has a heating capacity of over 4,000 
cubic feet of properly connected space (four or 
five average-size rooms). 


Not a Single Moving Part! 


Superfex requires no gas or electric connections. 
Set it up like a stove and attach to a flue. As 
soon as you light it, heat begins to circulate. 


The heat unit is a vaporizing burner bowl at the 
base of a heavy welded steel drum. Easy, visible 
lighting through a sloped opening 5% inches 
wide. A fuel valve, at the front of the cabinet, 
regulates the flame, low to high, instantly. No 
smoke, ashes or other dirt. 


The fuel tank holds five gallons (sufficient fuel 
for 10 hours full flame to 50 hours at low flame). 
It is easily removed to another room for filling 
without disturbing operation of the heater or 
soiling carpets. 


Show the Superfex in action. Demonstration 
convinces customers of its amazing performance. 


New Wide Market for Profitable Sales 
Every home without a furnace needs a Superfex. 
Ideal for schools, churches, stores and ware- 
houses. Get your share of this new business. 


Backed by Perfection’s 40 years of quality 
manufacture and fair dealing. Sold on a good 
margin. Perfection dealer bonus plan covers it. 
Send for information. 


For Central Heating, New Perfection 
Oil Burners 
For any type of central heating plant the profit- 
able line to sell is the NEW PERFECTION Oil Burner. 
Simple, practical, trouble-free, it produces steady, 
even heat. Positive air control insures complete 
combustion. : 
Modern Iceless Refrigeration from a 
Kerosene Burner 
SUPERFEX Oil Burning Refrigerator. Already 
proved a leader. Excellent performance under 
adverse conditions. Also made for use with natural, 
manufactured or tanked gases. Some distributors’ 
territories still open. Send for franchise details. 


PERFECTION STOVE COMPANY, Cleveland, Ohio. 


CIRCULATING 
HEATER 








PERFECTION STOVE CO. 
7602-C Platt Avenue, 
Cleveland, Ohio 


Oil Burning Refrigerators. 


Name 


Send complete information regarding: [_]Superfex Circulating 
Heater. [_]New Perfection Oil Burner for furnaces. [| Superfex 





Street % 





City State 
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Road to Profits! 


DISPLAY of Excelsior Brushes is a double 
road to profits. 







First, they are an easy-selling, profitable line in 
themselves. 








Then each sale gives you a chance to sell a bill of 
paints, varnish, etc. 










And, on the other hand, each sale of paints and 
varnish is an opportunity to sell some Excelsior 
Brushes. 










EXCELSIOR BRUSHES sell quicker, because they 
give your customers more for their money. Quan- 
tity production cuts costs to the point where 
HIGHER QUALITY is_ possible WITHOUT 
HIGHER PRICES. 








Only the most perfect materials are used—the 
finest grade of Chinese Bristles, gripped in a firm 
setting of pure vulcanized rubber. 







Start out on this double road to profits, by dis- 
playing Excelsior Brushes in your store. 


SPXCELSIOR< 


MARK 





PAINT AND VARNISH BRUSHES 






Made by Edward E. Robinson 
347 West Broadway, New York City 


Ask Your Jobber 


for Prices 



















Every Hardware Dealer 
can benefit by the 
National Advertising of 


Moore Push-Pins 


Moore Push-less Hangers 


The popularity of our new window-front packets 
is steadily increasing and wherever displayed they 
quickly sell. 

Order one of these displays from your Jobber and 
get your share of profits. 


Style F Style G 
42 10c Packets 48 10c Packets 
Push-Pins and Push-Pins 
Push-less Hangers Only 
Style L 





150 10c Packets 
Push-Pins and 
Push-less Hangers 
MOORE PUSH-PIN COMPANY 
Wayne Junction ~ Philadelphia 
Established 1900 

















of Lingerwett Remover with an uncondi- 
tional guarantee. 


month by month, to create an increasing 
demand for America’s largest selling 
remover. 


THE WILSON - IMPERIAL CO. 


LiNGERWETT 
REMOVER 


We stand squarely back of every can 


Strong full page advertising continues, 


Newark, N. J. 














f- 
PITTSBURGH \\ 
| ef Products | 





PITTSBURGH PLATE GLASS CG 


pie ae Obra Milwaukee, Wis, Newark, N. J, Portland, Ore, Los Angeles, Cal. 


Gi =o /) 

















orceececsenen 
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DINON'S 


MAINTENANCE FLOOR 


PAINTS 


all purpose 












































WOOD 
CEMENT 
CONCRETE 
LINOLEUM 
COMPOSITION 





% Ge 
pe 





























FACTORY 


Dixon’s Maintenance Floor Paints are “all-purpose” in char- 
acter—will effectually assist the dealer in reducing stock and 
cutting investment in shelf goods. 


Y 








Made in 8 Colors—Dry in 6 to 8 hours 


Write for Special Deal No. 40 BF 
and Color Cards 


Paint Sales Division 
JOSEPH DIXON 
CRUCIBLE COMPANY 


Jersey City XK New Jersey 
Established 1827 











DIAMOND 


- Staple Puller 





A handy fence tool for any job. Strong 
and long-lived. Will stand up under severe 
strain. Drop forged of high grade tool steel. 
An invaluable all-around farm tool. 

Two oval openings for staples or nails, a 
tight grip for pulling or for splicing. 


P| BRUSH-NU COMPANY , LF 
(a BALTIMORE MARYLAND )) 








PS cast! Re a ee ~~ ae een 
EARS gia! RS a ee ienererenermace 


Two single hammer heads for driving. 
Wire cutter on each side. Single check in 
back of the joint for stretching and tying 
plain and barbed wire. 


WHITING 





Adjustable Wrench 


Diamond adjustable Wrenches are made 
in eleven sizes—single and double end— 
full or semi-polished. A wrench for every 
purpose. 

Write for information 


Diamond Calk Horseshoe Co. 
4622 Grand Ave. - - - Duluth, Minn. 


ILLS 


BRUSHES 


STANDARD SINCE 1808 
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ATHER 


Old Man Winter blows Can business your 
way when you are prepared to meet the 


calls for 












BEITER CANS 


Every year thousands learn that it pays to buy 
these stronger and safer cans. They find that 
WITT Cans provide the cheapest fire insurance 
for the disposal of hot ashes. 


Witt special construction and hand, hot-dip gal- 
vanizing makes WITT Cans liquid tight and rust 
resieting. 

Styles and sizes for every requirement. Prompt 
Shipments. . 


deen ee tes tee 


p—~_} 


et alge tel BPA. ye Al NRE AP ARR 


: A lip le RT Bec” 5° Sans ef Sil Alt, OE i A wh Alle ALE Mit A Al Cc 





A a ey 


a al fh tr + 
iba cing 


OR AO SE lA eR LOINC AGI 


BP re ROG 


ART, er 


WITT Cans—Ash, Gar- 
bage,, Roller and Heist- 
ing, and Garbage Pails, 
. are Guaranteed to outlast 
- 8 to 5 of the ordinary 
kind. Approved by Good 
Housekeeping _ Institute 
and Priscilla Proving 
Plant. eh ‘ 


I 
OS 9 52% 
Pars 


a Ree ORE ap 
ee ee 
ee ee ae Ree ec ed 


BRIGHTON RRM 
CANS and PAILS Bonn tee . 
Made especially for customers who The co CE COMP eine oe 


Can Specialists Since 1899 
2114 Winchell Avenue Cincinnati, Ohio 





want better than the average at 
competitive prices. Ideal for spe- 
cial sales. 
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lv’s Kasy to Sell a 
BETTER Brush 





... if you show 
how it produces 


more durable finishes 


Tue durability of a coat of paint depends only in 
part upon the quality of the paint itself. A satisfactory, 
lasting job requires good paint .. . and a good brush! 
For a good brush flows the paint out smoothly and 
evenly, creating a strong bond between paint surface 
and under-surface. 


Point out this fact to the customer who asks for a 
cheap brush. If he is thrifty-minded he will realize 
that a durable coat of paint is the only really econom- 
ical kind ... And that the same thing is true of a good 
brush. 


Even though a customer knows little about the tech- 
nique of painting, he knows the name RUBBERSET 
. .. Knows that it stands for quality . . . Knows that it 
means bristles that can’t come out because they’re 
gripped in hard rubber. 


There’s a Rusperset brush for every painting re- 


quirement . .. and a good profit for you in each one. 


di 





How the Better Brush proves its Werth— 


6 It produces a more 


]_ It makes any paint or 
uniform paint film and 


varnish job look bet- 


ter, even when done by more uniform color. 
an amateur. Ff It reduces the chances 
It makes painting of spattering and 
easier. streaking. 


It makes sharper edges 
and cleaner over-laps. 
It lasts longer than sev- 
eral cheap brushes. 
It’s easier to clean and 
keep in good workable 
condition. 


8 
9 
10 


It saves both paint and 
time. 


It produces a more ad- 
hesive, durable coat. 


shed 


a - WwW ho 


It won’t its 


bristles. 





bee eee DSSS SESS SS CCS CS cle soe cea eaeseaaed 


Better RESULTS justify the better BRUSH 


RUBBERSET 








FERSET 


MARK 





| 


PAINT AND VARNISH BRUSHES | 
The World’s Standard” 
RUBBERSET COMPANY, NEWARK, N. J. 








HARDWARE AGE for NOVEMBER 20, 1930 








FAMOUS SELLING 
REASONS 


ele 
73 Years ExperRiENCE—as manufac- 
turers of high quality saws. 

e2Ze 


Tue Best MatTeriat—SILver STEEL 
Atkins’ exclusive formula. 

eBe 
Untrorm Temper—no soft or hard 
spots, holds tension. 

e4e 
Perrect Worxmansuip—the best 
brains, skill and money can produce. 

e5e 
Exc usivE Features—in both design 
and finish are exclusive with Atkins. 

e@Ge 
Erriciency—cuts faster because of 
sharp, correct skaped teeth and 
grinding. °7e 
Lone Lastinc—Siver STE lasts 
longer than ordinary saw steel. 

eBe 
User Protectep—every Atkins 
product has the maker’s name clearly 
etched in the blade and is a positive 
guarantee of satisfaction. 

eDe 
Steapy Demanp—resale value of 
Atkins Saws is greater than just 
ordinary saws. 

el@e 
-DistrisutTion — Service Plants: 
Atlanta, Chicago, Memphis, New 
Orleans, New York, Portland, Seattle, 
San Francisco, Vancouver, B. C., 
and Paris, France. Factortzs: 
Machine Knife, Lancaster, 
N. Y.; Grinding Wheel, 
Detroit, Mich.; Cantol 
Waz, Bloomington, 
Ind. Canadian, 
Hamilton, 
Ontario. 





cy. 
ATKINS 
iw 





r THOSE WHO SELL 
“ATKINS PRODUCTS 


PROGRESS with the Times... 


Atkins No. 10 Hack Saw Frames and SILVER STEEL 
“BLUE END”’ Hack Saw Blades are preferred and used 
by experts because there is greater efficiency with 
less effort and no wrist strain. And for the dealer 
they are a good source of profit and backed by 
national advertising. 
Send for free Hack Saw 
Frame Display—It’s 
a Sales Maker 











































Made of high grade steel and 
heavily nickled; adjustable from 
8 to 12 inches. Has easy grip, pis- 
tol shaped handle of hard rubber 
so placed that it directs the en- 
tire force of stroke on cutting 
edge of blade. Strong and dur- 


able. 


E. C. ATKINS anp COMPANY 
INDIANAPOLIS, INDIANA 


KR Atkins Silver Steel “Blue End” Hack Saw Blades are 


guaranteed to cut Six Times more metal and Twice as fast as any 
alloy blade. Use this guarantee in selling. 
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A Reason for So-Called Dealer Ignorance 


3 the manufacturer of trade-marked, 

quality merchandise largely responsible 

for a trend toward cheaper goods? Has 

he often failed to make clear the reasons 
why his merchandise is worth more than un- 
known articles of similar kinds? 


Undoubtedly there are plenty of good rea- 
sons which justify the prices of quality 
goods. Undoubtedly the manufacturers 
know these reasons. However, there seems 
to be a tendency to stress trade-marks rather 
than reasons; names rather than values. 


Too often the manufacturer takes it for 
granted that his distributors—wholesalers 
and retailers—are as well acquainted with 
the price reasons back of his products as he 
is himself. Too often they blazon their 
trade-marks to the public without sufficient- 





ly educating wholesalers and retailers, as to 
the value of the merchandise itself. 


The merchant’s job is to sell merchandise. 
He is not a promoter. He is a merchandiser. 
He can sell merchandise when he knows the 
facts concerning that merchandise, but he 
cannot sell trade-marks in competition with 
other merchants who sell actual merchan- 
dise from a background of knowledge. 


Perhaps all this may in a measure, account 
for frequent insinuations concerning the ig- 
norance of the retail merchant. It is barely 
possible that some manufacturers are basing 
their assumption of dealer ignorance on the 
mere fact that the dealer lacks knowledge of 
their particular products; knowledge which 
he can obtain only from them. 


After all the dealer is a merchandiser— 
not a mind reader. 


nae 
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Garage Hardware 


that Clicks 


pemeny saves HE trade knows by sad experience that much of 
ae eee ee the garage hardware offered for sale isn’t worth 
among progressive whole- ; i eteeee 
sdliae: died sete -to putting on doors. The irritation that comes from 
study a manufacturer’ s garage doors that don’t open easily and won't 
policy as well as his close properly sticks in the memory of the most 
product. McKinney casual buyers. The time has come when the 
welcomes such tn buyer wants more assurance of satisfactory 
tt sedans operation than an unknown name can give. 


modern way of McKINNEY Shiny Japanned pieces might look good in 


doing business. ; 
the store but unless there is proof of pre- 


Aare 16 HARDWARE cision they will more than likely remain 


clear-cut that in the store ... McKinney Garage Hard- 











they can be pre- for Builders ware is designed by masters and it operates 


sented in black despite freak conditions. The trade knows 
a that! But at the time of purchase the con- 
small space. First, : ; = oe 

aeiitieaee”. -avdiblete sumer is looking for assurance. He finds it in 
ore abt 0d to hin the name “McKinney” because it is the one name 
stores or mail-order he connects with fine hinges and the ever popular 
houses. Second, develop- Forged Iron Hardware. He pictures that the hands 
ment work is concentrated that fashion such fine products can give to the heavier 
on the perfection of spe- hardware for garages the accuracy that will make his 
ae aia plor garage door operation the wonder” of the neighbor- 
Pacts profitless competition. hood .. . McKinney Manufacturing Company, Pitts- 

burgh, Pennsylvania. 


WP hth ng fe 


President 


HINGES 

GARAGE HARDWARE 
FORGED IRON HARDWARE 
BUILDERS’ LOCKS AND TRIM 
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’ YULETIDE 
; GREETINGS 


TRY 


) hristmas 


Lighting 


WANK’S, an aggressive hardware establishment 
of Johnstown, Pa., has found that it pays to 
regale both the exterior and interior of the store 
with appropriate holiday decorations. Also, that 

it is advantageous to become imbued with the spirit 


Pettees, of Oklahoma City, second 

only to one other in a city-wide 

Christmas lighting competition. 

Displays, such as these, cannot fail 

to build lasting prestige in the minds 

of shoppers particularly at this sea- 
son of the year. 


of the season, as they have discovered that their attitude 
is contagious and the effect is readily apparent in the 
changed attitude of the general public and store visitors 
in particular. 

Exerior decorations are considered of vital impor- 
tance by this store and two very definite reasons are 
advanced for the stress placed upon their importance. . 
First, they serve as an outward indication of the Christ- 
mas spirit and merchandise to be found within the 
store, and second, if used as Swank’s use them, they 
serve to identify the store to those who have read 
Swank’s newspaper and other Christmas advertising. 

As a rule, few hardware stores make any attempt to 
have exterior decorations of any nature, but if this 
establishment has found it profitable and advantageous 
to expend a substantial sum in such decorations, it 
would seem that it is providing an example worthy of 
emulation by other stores. Not all hardware stores are 

as 186 @e a8 
Swank’s which has 
167 employees, but 

Swank, of Johnstown, Pa., the decorations, 

dresses the exterior of the gale tee iia alta 

store with electric lights in 

a manner that makes the pended for them, 

public realize that it is can be governed to 

among the _ outstanding 
stores in the city. 
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‘Wide Aisles, No Perfect Lighting tor 
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Gifts of Furniture— 
Everyone Will Enjoy 
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suit any other sized establishment. 

The electrical decorations, in col- 
ored lights, as used by Swank’s last 
year, are pictured in an accompany- 
ing illustration. As is apparent, 
the decorations were quite elabo- 
rate, involving the expenditure of 
several hundred dollars. However, 
the firm asserts that the money was 
well spent. It was, by far, the larg- 
est and most attractive display of 
its kind on view in-the Johnstown 
business section during the holiday 
season. The decorations were so 
impressive that no holiday shopper 
could miss seeing them, realizing at 
the same time that the store would 
certainly have a wide array of 
Christmas gifts on display. While 
serving these purposes it was also 
silently advocating outdoor electri- 
cal Christmas decorations, which 
deserves encouragement by hard- 
ware stores, because of the market 


it éey for colored lamps, wire 
and other necessary items. 

In tying up the decorations with 
their advertising, Swank’s repro- 
duced a drawing depicting the 
front of the store as it appeared 
with the electrical decorations. 
This was used in connection with 
their newspaper advertisements. 
While most people who reside in 
Johnstown and vicinity are fa- 
miliar with Swank’s location, there 
are some who are not. Some are 
newcomers to Johnstown, others 





This full-page ad in the 
Johnstown paper stressed 
the point of making it easy 
to shop. As aid to the 
Ghristmas ‘shopper it is 
brimming over with sug- 
gestions for all members of 
the family. 


except when seeking Christmas 
presents trade in smaller towns 
nearer home. Still others may 
confuse Swank’s with some other 
esfablishment. When these people, 
who have read Swank’s ad in the 
newspaper and observed the draw- 
ing of the front of the store with 
its Yuletide decorations, which ap- 
peared in connection with the ad, 
they are enabled to recognize the 
store the moment they enter. the 
Johnstown business district. © 

All of Swank’s Christmas adver- 
tising copy stresses the fact that it 
is easy to shop for Christmas pres- 
ents in the store. This is accom- 
plished by using the slogan: “The 
‘Easy to Shop’ Christmas Store.” 
Phrases in the advertising copy ex- 
plain why in the following manner: 
Wide Aisles—No Crowding—Per- 
fect Lighting for Selection—De- 
ferred Payment Plan—Huge As- 
sortments—Unlimited Time Park- 
ing Space—Dependable Quality— 
Reliable Delivery Service—Mod- 
erate Prices. 

Further reasons for patronizing 
Swank’s are set forth as follows: 
“Many a man has in the past re- 
ceived an ornate gift who would 
have preferred a high-class razor, 
some sporting goods or some useful 
tools. Many a woman has received 
an expensive but unneeded ornament 
when her heart yearned for some 
electrical appliance, a kitchen outfit 
or furnishings for the home.” 


Just as plenty of light is needed for promoting sales 
in the store, so it is on the exterior. Cheerful look- 
ing lighting effects herald the Yuletide season and 
encourage customers to buy. Read what this Pennsyl- 
vania store did with lights. 
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Arousing Children’s Interest 


in Paint and Painting 


A. CHILSON, manager 
of the paint department 
of the E. M. Cope Com- 
® mercial Co., 11 East Cit- 
rus, Redlands, Cal., dealers in hard- 
ware, paint and implements, be- 
lieves in attracting the attention of 
children to his company’s store. Re- 
cently he attracted city wide atten- 
tion by conducting a children’s con- 
test. All advertising in connection 
with the contest was run under the 
dealer’s regular contract. Each ad- 
vertisement carried a message to 
keep public attention aroused, in 
connection with the contest. 
Materials used in the contest 
were supplied by National Lead 
Co., 111 Broadway, New York City, 
in the form of the Children’s Paint 
Book. Children entering the con- 
test were given the paint books, a 
small brush and paints free of cost. 
In the book are seven subjects. 
Prizes offered were for the best 
coloring of the subjects. Contest- 
ants were divided into three age 
groups. At the time of the contest 
the store had a complete Dutch Boy 
window display, showing cut-outs, 
white lead kegs, prizes and cards 
containing rules of the contest. The 
window is very attractive as shown 


E. M. Cope Commercial 
Co., Redlands, Cal., gets 
started early with its fu- 
ture customers by means 
of a coloring contest. 


in this issue. There were no fees or 
obligation to buy anything. 

' Many children came to the store 
to enter the contest. Local news- 
papers gave quite some mention to 
the contest. Even adults flocked to 
look at the window. Each child, en- 
tering the contest was given a small 
brush and a paint booklet, together 
with the necessary paints. A rec- 
ord was made of the booklets which 
were given out. On the cover of 
the booklet was stamped the deal- 
er’s name. Fifteen days was the 
time limit set, for turning in the 
books. 

Prizes offered were divided into 
three groups. Group 1 was for 
children up to six years of age. 
The first award was a water color 
art set, valued at $1.50, while the 
second prize was $1.00 in cash. For 
children six to ten years of age, 
group 2, offered a water color art 
set, valued at $3.00 and $2.00 in 
cash as first and second awards, 





The window display in connection with the contest 








~~ owe 


PAINTING CONTEST 
STAGED BY COPE CO. 


That Redlands boys ana girls 
Up to lé vears vl are actively 
laterested tm the unusual coloring 
contest Deing sponsured by the 
C M Cope Commercial company 
ts shown by the gsumbers which 
have appited at the paine depart 
ment of the store dor the “Dutch 













to officials of the big 
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starts today and 
fs upen to all youths of the city 







prites are toa be awarded by the 
stote ow this basis 

The first group will be made up 
to six years 







The 
Newspaper 
tem 


entry These will be issued untij 
Saturday, Oct. 19 






respectively. For group 3, children 
ten to twelve years, a $5.00 water 
color art set and $3.00 were the 
first and second prizes. One of the 
advertisements featuring the con- 
test is reproduced. What one of 
(Continued on page 44) 








years of a) 
bet tt le f sey va 
Sed Group-—-Aged 9 to 12. 
Feces Bear baskes to be eclased by thdee thiag gant to 
the contest contain 7 sub, 
inished picture a} Semana 


Galen ee dd cintey 


paint 
ind brushes, free by the 
Cope Store. No crayous or other materials are te be used. 


The following prizes will then be awarded-~ 
br Py og ong let prize 
Color Art Set Value $1.50 
PR corse all 
Water Color Art Set Value $3.00 
Guty Shoes 2 00:18 gence 
later Color Art Set Value $6.00 
Gus beak cally «il ho given to ancls 
A record sheet wil poeple tgemy 
address, 


for same, in Siseey ane age, book 
nd group number. 


the Cope Store Paint int Department tomorrow 
po aor Haspenptir oil book and brush-—-all free-- 
cad register os entering thio lateresting and 


% 
ive contest. 
Beaks will be tated ond contestants registered Li 


up to Seturdey, October 19th. Only one to each 
contestant---remomber. 


See cw Netional “Dutch Boy” paist window diople 
‘The books and prizes sre shown, and fall particulore 

sill nen by Me Cn epee he pai 

department when call for your book. 


E. M. COPE COMMERCIAL CO. 
11-19 East Citrus, Redlands 
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Excitement runs high among these youngsters as the train bearing Kris Kringle nears 


the station platform at Johnstown. 


Make Santa “Real” to the Children 


and they will make 


Reat Business 
for YOU . . 


By J. M. WITTEN 


EYHART’S hardware 

store in Williamsport, 

Pa., is humming with 

activity these days as 

the sales force prepares to receive 
Santa Claus and to serve thou- 
sands of people who are attracted 
to the store by the yearly visit of 
“Old Kriss Kringle.” Many hard- 
ware establishments have a Santa 
Claus at Christmas time, but we 
know of none that use Santa’s ap- 
peal more efficiently as his coming 
to Neyhart’s annually attracts be- 
tween 5000 and 8000 people. The 
event is so planned and staged 
that the eyes of every resident of 


Williamsport and vicinity are cen- 
tered upon it. All this makes the 
store’s toy volume large and profit- 
able. 

According to N. P. Browne, mer- 
chandise manager of the store, 
who stages the “stunt” publicity 
of the proper kind, is the biggest 
factor in assuring its success. The 
publicity campaign is started with 
a newspaper news story, which 
appears on page one through the 
cooperation of a Williamsport 
newspaper. This, the first press 
release concerning the _ event, 
states that one of the leading 
stores has completed arrange- 


t} street station tomorrow morning at 


Williamsport Store Arranges 
to. Provide Real Holiday 
Treat for Children of City. 


Final arrangements were com- 
pleted to day by one of the leading 
ito entertain the children of 

’ iport on Saturday with a 


ock at the Market street 


Will Come by Special Pennsy| 
Train, Stopping at Marke past five — ae has 
Street Station—Parade to 
Neyhart’s. 

Santa Claus Wil arrive in Wile 

Marosport and entrain at the Market, 


unusual thing. Santa !s 
Santa’ Claus had intended top year is that he is bring- 
.make the entire trip by aeroplane. 
but hig plane developed motor 
trouble along the Canadian border 
and it was necessary for him to 
charter a special train, and is now }§ store -for them th com- 
coming by the way of Niagara Btmas. - 

Falls over the’ Pennsylvania cail- 2 
road. His cargo of toys was trans- 
ferred to a baggage’ car, and this’ 
will be unloaded at-the Market | 


where his headquarters will be for 
the balance of the day. 

Mayor Herbert T. Ames andj) 
Councilman Philip Shay will he 
present at the ‘station to greet H 
Santa Claus in behalf of the chil- 
dren of Williamsport. The mayor 
will present Santa Claus with the 


i key to the city. 


Ample police protection will be 
together with 


large crowd that is expected. Banta 
Claus wants to be sure that none} 
of the little childken are crowded 
out and no one hurt, 

Notice of Eenta'’s coming has 
been sent to all the grade teachers 
of: Williamsport schools, and it is 
expected that a greater crowd than 
ever will be"én hand to meet Santa |] 
Claus and see all the good thing8 
he has brought with him from the 
far north. 


Neyhart’s 
Santa Claus 
Attracts Thousands 
Making Their 
Toy Business Brisk 











oe 
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ments to have Santa Claus visit 
the city. In this news item no 
mention is made that the store re- 
ferred to is Neyhart’s, and the ex- 
act wording of the item can be 
noted in the actual clipping repro- 
duced in connection with this arti- 
cle. On the day previous to 
Santa’s arrival the second news 
item is released and this informs 
the public that Santa will make 
Neyhart’s his headquarters and 
provides further details incident 
to the reception ceremonies. 

The first Saturday in December 
has been found to be the most de- 
sirable for the event and 10 a. m. 
is the best hour for Santa’s ar- 
rival. For several years he timed 
his arrival for 8.02 a. m., but many 
children complained of the early 
hour, with the result that it was 
changed to 10 a. m. with a far 
larger attendance. In addition to 
the two news stories relative to 
Santa’s visit, the store writes a 
letter to all school teachers, with- 
in a 15-mile radius of Williams- 
port. The letters advise the 
school teachers of the occasion 
and solicits their cooperation in 
making an announcement to their 
pupils mviting them to be on hand 
to welcome Santa. The teachers 
are asked to make the announce- 
ment just before school is dis- 
missed on Friday. 

The plans last year included 
chartering a special train from 
the Pennsylvania Railroad, con- 
sisting of a locomotive and tender, 
a baggage car and a passenger 
coach. The latter car was Santa’s 
special car, in which he rode in 





If you have ever 
thought of putting on 
a Santa Claus visit to 
your store you will 
find help in this ar- 


ticle. The experi- 
ence of Neyhart’s, of 
Johnstown, Pa., will 
help you make it a 
success. 











state with his staff, which in- 
cluded two helpers who were 
dressed as clowns. The train 
started on a siding several miles 
out of town and arrival at the 
Williamsport station is timed ex- 
actly for 10 o’clock. The baggage 
car is filled to overflowing with 
toys of all descriptions which have 
been unpacked and unwrapped so 
the kiddies can easily see every- 
thing of interest about the toys. 
Several of the store’s trucks, nine 
to be exact, are at the station and 
the welcoming committee includes 
the mayor and several members 
of the council. A band provides 
a special musical program suited 
to the occasion and railroad po- 
licemen and Boy Scouts provide 
protection for the children. 

Upon the arrival of the train 
Santa goes into the baggage car 





and greets the children from its 
door, but does not yet leave the 
car. He has a personality of the 
type most children expect Santa 
to have, being a farmer with a 
slow drawling friendly voice. 
Having greeted the assembled 
multitude Santa then proceeds to 
unload the baggage car, transfer- 
ing the toys to the trucks as they 
back up to the car. As can be 
imagined every time Santa hands 
out a tricycle or a doll a chorus 
of Oh’s and Ah’s goes up from 
the children who would like to 
have that article as a gift from 
Santa. 

When all of the toys have been 
unloaded, Santa then steps out on 
one of the trucks where he is wel- 
comed by the Mayor, who with a 
short and switable address, pre- 
sents him with the keys to the 
city. Then headed by the band 
with the truck bearing Santa im- 
mediately behind and the trucks 
loaded with toys bringing up the 
rear, the procession starts for 
Neyhart’s store. By the time San- 
ta had reached the establishment 
the crowd had attained such pro- 
portions that only after 20 min- 
utes of strenuous effort was he 
able to make his way into the 
store, where he made himself at 
home in the rear of the main sales 
floor. During the day he gave 
away 5000 lollipops and 5000 pop- 
corn balls to kiddies whom he 
greeted personally. 

In the meantime parents and 
children were viewing the toy dis- 
playe and other gift merchandise 
on display. Neyhart’s Santa al- 
ways makes it a practice to bring 
several thousand surprise pack- 
ages, which are sold for 25c. each. 
These are wrapped in brilliant 
tissue paper and are grouped in 
piles according to the age and sex 
of the child they are suited for. 
The toys contained in the surprise 
packages are toys for boys and 
girls of varying ages. These are 
purchased in large lots at prices 
ranging from $1.50 to $2.25 per 

(Continued on page 74) 


It’s going to be hard to keep the 
kids from dragging their parents 
to the Neyhart store after this ap- 
pearance in person of Santa. This 
is a sample of what a well planned 
visit will do in your town. 
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Let 
Thanksgiving 
Window 
Displays Sell 
Seasonable 


Goods For 
You 


ODERN merchandising 

practice requires fre- 

quently changed win- 

dow displays, which 
enables the hardware merchant to 
show, in the course of a year, rep- 
resentative assortment of the 
merchandise carried in stock. Al- 
most as important as frequently 
changed displays is the advisabili- 
ty of arranging appropriate dis- 
plays for special holiday occa- 
sions. Next to Christmas, Thanks- 
giving is probably the most im- 
portant to hardware merchants as 
it provides*the second best oppor- 
tunity to sell many hardware 
items. Windows especially trimmed 
for such occasions have a far 
stronger appeal to the general 
public as the thoughts of the 
masses are already centered upon 
the approaching holiday. 

Through installing Thanksgiv- 
ing window displays, hardware 
merchants associate their stores 
and their merchandise with the 
mental attitude of the public. 
Sales resistance, as a result, is at 
lower ebb than it would be other- 
wise and it behooves the hard- 
ware dealer to make the most of 
the opportunity presented. 

With comparatively little trou- 
ble and expense very attractive 
Thanksgiving displays can be ar- 
ranged in a manner that really 
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stimulates the desires of passers- 
by and creates sales. Many arti- 
cles which do not lend themselves 
as readily to an artistic display 
can be shown to best advantage in 
a timely Thanksgiving setting. The 
background is made to order for 
featuring such items as they can 
be shown in an appropriate en- 
vironment. This is particularly true 
of roasters, Dutch ovens, skillets 
and other large and bulky uten- 
_sils. 

While the decorations or back- 
ground should provide a suitable 
atmosphere it should not be the 
outstanding thing in the window. 
The merchandise itself should be 
placed in the dominant position, 
while the setting should be secon- 
dary. Corn stalks, autumn leaves, 
pumpkins and many other natural 
window properties can often be 
used with good effect. 

Realizing that with Thanksgiv- 
ing, a large family dinner, includ- 
ing Turkey, is brought to mind, 
the Nelson Hardware Co., Hutch- 
inson, Kans., arranged a display 
to depict this mental attitude. 
This display is reproduced. The 
central attraction was a barrel ar- 
ranged as a “Horn of Plenty,” 
with a large quantity of foods to 
grace the Thanksgiving table 
pouring from it. Autumn leaves, 
together with a painted woodland 
background completed the effect. 
The merchandise displayed con- 


sisted of carving sets, roasters, 
cutlery, knives and forks, nut 
bowls and similar items. As one 
example of the results secured 
from a window of this kind Nel- 
son’s report that move carving 
sets were sold while this display 
was on view than during any like 





HIS week calls 

for special at- 
tention to the win- 
dow display. Start 
now with a Thanks- 
giving window and 
keep the interest 
alive right through 
the Christmas sea- 
son. Here are four 
suggested trims 
adapted to the 


season’s require- 
ments. 


period in the history of the com- 
pany. 

The same firm in another 
Thanksgiving display used a din- 
ing room table presumably set for 
the Turkey Day feast as a very 
effective method of featuring their 
line of china and glassware. Rea- 
lizing that many people have extra 
guests on that day and that often 
it is necessary for the housewife 
to purchase extra china or glass 
for the event, the store stressed 
32-piece dinner ware sets at spe- 
cial prices with fine results. 

Reinholdt Brothers, Milwaukee, 
Wis., have provided an example of 
a Thanksgiving display with a less 
elaborate seasonal setting. The 
display is exceptionally well bal- 
anced, showing a wide variety of 
kitchen needs in a manner pleas- 
ing to the eye. For atmosphere 
small papier-maché turkeys were 
placed in several strategic points, 
while a large showcard embel- 
lished with a pumpkin proclaimed: 
“TURKEY DAY!—Buy your ne- 
cessities here—and enjoy a real 
Thanksgiving.” 

In Gadsden, Ala., the Gadsden 
Hardware Co. believes in window 
price cards and signs which bring 
out some of the salient points of 
the articles featured in their 
Thanksgiving display. The large 
turkey in the central background 
adds the final touch to a practical 
and easily arranged display. 
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n the Lprumies C Fie 


Do the Independents Represent 


By LLEW S. SOULE 


panies. The first part of the article, leading up to 


O great business problem has ever been 
the recommendations, reads as follows: 


solved by attacking it in a haphazard way. 


No major problem ever will be solved 

through such methods. A definite goal and 
unity of purpose are essential parts of group activity 
in business, as well as politics. 


This is particularly true with regard to the dis- 
tribution problem which deals with the merchandis- 
ing activities and tactics of the Utility Companies. 


Undoubtedly there is such a problem. Complaints of 
independent distributors in all parts of this country 
prove it. Undoubtedly there is a deep seated and rap- 
idly growing sentiment among such distributors that 
there is something radically wrong with conditions in 
the field of appliance merchandising, that responsibility 
for those conditions rests largely on the shoulders of 
Utility Companies who operate merchandising depart- 
ments. 


But—It is also undoubtedly true that the sentiment 
referred to has not been crystallized into a unity of 
thought or a concerted action toward any definite goal. 
The independents know that something is wrong, but 
there are a number of views as to “just”? what that 
something is. They are practically a unit in demand- 
ing that the wrong be righted, but they are far from 
being a unit in their ideas as to what is necessary in 
order to accomplish that end. 


The Utilities are well aware of the situation which 
prevails in the ranks of the independents. Perhaps 
this accounts for the fact that so little progress has 
been made toward a permanent solution of the prob- 
lem. 


In the November issue of Electrical Merchandising, 
there appeared an article by L. E. Moffatt, editor, en- 
titled: “If a House be Divided Against Itself.” It 
deals directly with the subject to which we refer and 
makes certain recommendations to the power com- 


“Bad for business generally, this has been a 
good year for the power companies. Their mer- 
chandise sales are above the year before and do- 
mestic consumption and-revenue are also up. It 
has not been a good year for dealers and the 
trade generally. Their sales and profits are down. 
The utilities are satisfied with things as they are; 
the trades, naturally enough, are not. 


“And trade dissatisfaction is finding one ex- 
pression in attacks on the principle and practice 
of utility merchandising. 


“In the controversies now active, the observer 
cannot fail to be impressed by the fact that the 
trades (electrical, hardware, furniture, depart- 
ment store), do not agree on what they want the 
power companies to do, and that the power com- 
panies are inclined to let the whole matter drift. 


“As things now stand some of the trade want 
the utilities out of merchandising altogether, an- 
other group asks for new methods of handling and 
paying utility salesmen and a third group moves 
for accounting methods that will separate utility 
merchandising from operating expenditures. 
Power company men are doing little except to 
protest their good intentions. And in the mean- 
while politicians begin to show interest. “Here,” 
they think, ‘is the stuff of which political cam- 
paigns are made.’ 


“Since the efforts of the Power Companies 
form the only continuous means of promoting the 
sale of electrical appliances, we believe the best 
interests of manufacturer, dealer and consumer 
require the continuance of the merchandising 
activities of Power Companies.’ 


“The foregoing is the preamble to a declaration 
of general merchandising principles adopted and 
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signed some two years ago by the following asso- 
ciations: National Dry Goods Association; Na- 
tional Retail Hardware Dealers Association; 
Association of Electragists, International; Na- 
tional Retail Furniture Association; National 
Hardware Association of the U. S.; National As- 
sociation of Retail Druggists; National Electric 
Light Association. 

“This preamble was followed by the following 
general principles: 

“1, All discussions of the problems of the rela- 
tions of Power Companies and dealers selling 
electrical appliances must be based upon proper 
and adequate service to the ultimate consumer. 

“2. There should be‘a segregation of the ac- 
counting of the merchandising departments of 
Power Companies from their public utility func- 
tions, and all items of expense incurred in the 
merchandising of appliances should be charged 
to the merchandising activities. 

8. “It is recognizezd, however, that expenses 
incurred in the pioneering of appliances which 
have not yet met with sufficient public accept- 
ance to be merchandise items in the stocks of 
local progressive dealers, and general advertis- 
ing for the development of the market for appli- 
ance service, should properly be charged to the 
promotion accounts of the Power Companies and 
not charged to merchandising. 

“4. This Conference recommends to Power 
Companies and independent dealers the necessity 
of constructive cooperation in their local fields 
for the better development of the electrical ap- 
pliance business. 

“This declaration was the result of a series of 
meetings between association representatives in 
an endeavor to dispose of the chief points in dis- 
pute between power company merchandisers and 
the other trades. Sound in itself, the declara- 
tion as we have seen, has not abated the dispute.” 


Mr. Moffatt hits at the very heart of the problem 
when he says: “In the controversies now active, the 
observer cannot fail to be impressed by the fact that 
the trades (electrical, hardware, furniture, depart- 


’ A House LD mivep 


AGAINST 


TELE? 


ment store) do not agree on what they want the power 
companies to do, and that the power companies are 
inclined to let the whole matter drift.” 

Meanwhile the problem is so vital to independent 
merchandisers that any tendency to let it “drift” is, 
to say the least, extremely dangerous. Delay only 
strengthens the hands of the Utilities and increases 
the difficulties of the independents. 

We contend that the majority of hardware mer- 
chants in this country sincerely believe that the 
Utilities should discontinue the selling of merchan- 
dise; that so long as they continue to operate mer- 
chandising departments, unfair methods of competi- 
tion will be in evidence. 

At the same time there are some who sincerely be- 
lieve that problem is one of merchandising policies 
and practices only; that if the Utilities can be per- 
suaded to change those policies and practices the 
problem will be solved. 

Still others take the stand that it is practically im- 
possible either through persuasion or legislation, to 
stop the Utilities from, merchandising, and therefore 
all efforts should be directed toward stopping the un- 
fair policies and methods of which so many complain. 
This they say might be accomplished by persuasion, 
or by recourse to the present laws on unfair practices 
in competition. ‘ 

Very few hardware merchants believe that a change 
of accounting methods to separate utility merchan- 
dising costs from operating expenses, will solve the 
problem. Most of them regard such a change as 
merely a step in the right direction. 

The question, therefore, simmers down to two alter- 
natives: Working systematically and in unison to 
prevent the Utilities from operating merchandise de- 
partments, or concentrating all efforts on a revision 
of Utility policies and methods. 

The first step is to determine definitely just what 
the independents want the Utilities to do. The sec- 
ond step is to work wholeheartedly and unitedly to- 
ward that end. 

The Utilities merchandising problem will not be 
solved by a house divided against itself. 
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(ONSISTENCY Always Builds, 


Beware of the temptation, in a season like this, 
to exchange tried and proven merchandising 
practices for experiments . . . . . . 


HAT would you say 

of a navigator who 

sailed out on the high 

seas and then forgot 
where he was going? 

“And suppose in his hysteria he 
should forsake the fixed unchang- 
ing stars he’d always known, and 
steer his course, full steam ahead, 
by some shooting star that flashed 
across the heavens.” 

“IT don’t know what you’re driv- 
ing at,’’ Charley Bowman answered 
his father, “but I’d say he might 
make a lot of speed without getting 
anywhere.” 

“And that’s just what too 
many merchants are doing this 
year! There’s no denying that 
business has been buffeted by ad- 
verse winds. But at such times 
it would seem natural for the bus- 
iness navigator to stick more 
closely to his tried and true poli- 
cies. 

“Yet this year has witnessed 
many cases of retailers junk- 
ing their usual sensible practices 
and steering by the shooting stars 
of passing schemes that promise 
quicker rewards. 

“T call them shooting stars be- 
cause they are fly-by-night poli- 
cies, which seem for the moment 
so attractive they blind the mer- 
chant to the safer courses.” 

The thought flashed through 
Charley Bowman’s mind that Bow- 
man & Sons, under his father’s 
leadership, had weathered many 


depressions in years past. Of 
course. But—business is differ- 
ent now. 

“Remember, Dad,’ he com- 


mented, “this is an era of changes. 
Last year’s methods won’t do 
now.” 








“Maybe so, Charley. However, 
I sometimes think that word 
‘change’ has been over-advertised. 
We’re led to believe that day lost 
in which no old idea has been re- 
placed by a new one. We’re in- 
clined to worship change for the 
sake of change, rather than for 
the sake of improvement. Too 
often it’s a case of greener grass 
across the river.” 

“For instance?” Charley sug- 
gested. 

“To begin with, no one store 
can serve the entire public. A re- 
tailer’s first duty is to determine 
what niche he intends to fill, what 
part of the whole public shall be 
his. public, then steer accordingly. 
That’s his destination, his job in 
life. Provided he. has _ started 


right, he’ll do best to stick to his 
course even though the results for 
short periods now and again are 
unsatisfactory.” , 
Jim Bowman went on to explain 
meant by 
Temptations, 


“shooting 
he called 


what he 
stars.” 























By MURRAY C. FRENCH 





them, which at times might be 
thoroughly sound politics; at other 
times, merely wild ideas which 
promise temporary “speed,” but 
which tend to divert the merchant 
from the course he has mapped 
out. 

Activity is often confusing, said 
he, and speed without progress is 
wasted effort. As examples, he 
named the following: 

Mid-season sales, staged as an 
artificial stimulant to business, nor 
because a clearance is in order. 

Lowering of grades, which may 
be temporarily expedient, yet dan- 
gerous to hard earned good-will. 

Looser credit policy, possibly too 
lenient for profit. 

Erratic Advertising, trying radio 
one month, direct mail, the next, 
billboards the next, etc., with nega- 
tive results. In newspaper ads, 
changing the style of the ad so fre- 
quently that the store’s publicity 
loses all its character and unity. 
Newspaper advertising is most ef- 
fective when the same distinctive 


Shooting stars 
are poor aids 
to navigation. 
Steer by the 
fixed points. 











A FOLLOWING 
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style is continued until readers rec- 
ognize the ad without looking at 
the signature. Thus cumulative 
force is obtained. 

Overloading with “bargains,” 
which are too often impossible to 
clean out at a profit and which are 
highly dangerous to the merchant 
who values his reputation. 

Changing managers. The new 
man always insists on many 
changes. He wants the house to 
know he’s a live wire, not an old 
fogey like the man he’s replacing. 

Changing salesmen on the “hope” 
the new man will be better. Break- 
ing in a new employee costs money. 

Changing lines because the old 
line has an off season. Every fac- 
tory hits a snag now and then. The 
new line may live up to expecta- 
tions and again it may not. In 
either case the change makes odds 
and ends out of the old line, for dif- 
ferent factories’ products don’t 
dovetail well. 

Lowering mark up. Don’t be 
foolish, you can’t undersell compe- 
tition. The more you try it the 
harder competition 
will make it for 
you. 

Outside : invest- 
ments to get rich 
quick. Before you 
invest, investigate. 

Paying too much 
attention to the 
“occasional” call 
outside of the 
chosen range of 
prices. You can’t 
sell everybody. 
Better do a good 
job at what you’re 


doing than a poor i) 
job at what 
every body . 


else is doing. S% 
Slas hing- 
expenses indis- 
criminately merely because that’s 
the popular cure-all. Remember 
expenses keep your store running. 


Cutting salaries. Careful! In- 
stead, try first to find greater and 
more productive responsibilities for 
each employee. 

Discarding the budget because it 
didn’t work out to suit you this sea- 
son. 

Copying competitors. The 
changes they make are to fit their 
own needs. They probably will not 
suit any other store, yet it’s hard 
to resist imitating them. A great 
deal of effort that is supposed to be 
“competing” is nothing more than 
copying. It’s the old mob psychol- 
ogy, follow the leader. There would 
be no leaders if there were no fol- 
lowers. Ponder over that. 

Listening too hard to outside ten- 
dencies when they differ from home 
town conditions. Many inland stores 
lose money year after year because 
they are told that to be up-to-date 
they must buy certain lines in the 
same proportion as Los Angeles and 
Palm Beach do. 

In every city in the land local de- 
mands differ widely from national 
trends. Be prudently hard boiled. 
Remember you are buying, not for 





Regardless of whether or not other 
stores follow the same line of action 


the nation, but for the little hand- 
ful of customers you have at- 
tracted. Customers’ demands, 
thank goodness, are still governed 
by local option. 

“Any of these changes may be ex- 
actly what a business needs to give 
it new life,”’ old Jim Bowman went 
on to explain. ‘On the other hand 
it may be overthrowing the very 
policy that has contributed most to 
the store’s good-will. 

“Therefore, before a merchant 
makes any changes of policy, no 
matter how small, he should ask 
himself two questions: 

“First, is it profitable? 

“Second, will it make my store 
more like the institution my cus- 
tomers want their store to be? 

“The first represents the internal, 
temporary viewpoint. The second 
is more important. It looks from 
the outside, where the customers 
are, where the good will actually 
exists. 

“A customer likes to trade where 
the policy of the institution con- 
vinces her it is her kind of store. 
She buys there even though she sees 
just what she wants in another kind 
of store. She realizes she is buy- 
ingy not merely a piece of merchan- 
dise, but a tiny part of that institu- 
tion. 

“One famous Fifth Avenue store, 
whose prestige is recognized every- 
where, keeps this motto constantly 
before its managers: The Man with 
the Plan Wins. It is printed on all 
their forms. 

“This store, along with many 
others of its kind, furnishes elo- 
quent evidence that business can 
still be conducted along sane, 
reasonable, thought-out-in-advance 
plans. 

“Its customers are still proud to 
point to it and say, ‘That’s where 
I trade.’ It has kept to its course 
through fair weather and foul. 

“Consistency, my son, always 
builds a following regardless of 
whether or not other stores follow 
the same line of action.” 
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REMODELED? Yes, but 
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hb PAINT PLAYED AN IMPORTANT § 


T his Revolutionary 
house has passed 
through another rev- 
olution — one of re- 
modelling and 
PAINT. 


From the wreck here 
pictured it was trans- 
formed into the mod- 
ern home on the op- 
posite page. How 
about the old houses 
in your town? 


Mostty Paint! 


By BERTHA ANNE HOUCK 


CROSS from the Grand 

Central station in New 

York City stands the old 

Hotel Belmont, one of 

New York’s well-known hostelries, 

renowned for its food and drink 

during the last twenty years. Much 

of the fashionable life of the town 

drifted in and out of its fine, big 

doors, but now ‘it stands empty 

and forlorn, a victim of Manhat- 
tan progress. 

For it is to be torn down and 
replaced by a bigger and better 
building, although as far as its 
condition goes, the Belmont is as 
substantial and liveable as the 
day it was built. To sensitive per- 
sons, there is a certain tragedy 
in witnessing the waste of some- 
thing which man’s hands and 
brain have laboriously created, 
the same tragedy that one feels 


when a ship is dynamited at sea 
in the news reels. Perhaps in the 
case of the Belmont, the tragedy 
could not be prevented. Changing 
real estate values in a metropolis 
necessitate building sacrifices that 
seem incredible to the average per- 
son. But private houses are an- 
other matter. How often we see 
dwellings which are allowed to 
run down to the point where they 
are unrentable and unsaleable and 
must be torn down. A little remod- 
eling would have given them the 
lease on life to which they are en- 
titled by virtue of the work and 
materials that had gone into them. 

Look around your own commu- 
nity and see the houses which, 
with slight changes, could be made 
twice as livable. Sometimes these 
changes would have to be struc- 
tural. Frequently they are a 


matter of.paint alone. But no 
matter to which kind they belong, 
such changes offer the hardware 
dealer an opportunity for paint 
and other hardware sales. His 
problem is to get people to re- 
model. People who let their 
houses run down, generally do so 
because they have not enough 
money to fix them or because they 
think that remodeling is impos- 
sibly expensive. For the latter 
reason prospective home owners 
do not buy old houses and fix 
them over, even when they may be 
purchased at a great bargain, be- 
cause the owner was not astute 
enough to do it himself. 

The dealer must first attack the 
people who should be remodeling 
and do not have money enough for 
the job. A connection with the 
local building and loan associa- 
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tion will prove very helpful in this 
respect. From his own observa- 
tion, the dealer can put the asso- 
ciation in touch with persons 
whose houses need remodeling and 
then see to it that he gets the 
paint and hardware contract, pro- 
vided they decide to borrow the 
money for the job from the asso- 
ciation. For its part, the associa- 
tion can put him in touch with 
people who are going to remodel 
and he can sell them their paint 
and hardware. 

For the second group, those 
who think that remodeling is in- 
ordinately expensive, the hard- 
ware dealer must prepare infor- 
mation, charts, pamphlets, argu- 
ments, etc., to prove that such is 
not the case. Concrete instances 
of remodeling, how much it cost 
and what work was done, together 
with before and after pictures of 
the house, are the best evidence 
that the dealer can furnish the 
timorous home owner who cannot 
decide whether he can afford to 
remodel or not. 

Recently the Railroad Building 
and Loan Association of New York 
City held a remodeling contest. 





The first prize went to the house 
pictured with this article. In or- 
der that the decision should be 
unbiased in this contest, a com- 
mittee of well-known architects 
acted as judges. 

As we may see by the before 
and after pictures, the changes 
which modernizing this house en- 
tailed were not structural. And, 
as everyone knows, structural 
changes are the ones which re- 
quire a large expenditure of 
money, the amount depending 
upon the extent of the changes. A 
description of the remodeling 
process, which made this house 
from what it was to what it is, 
will give the hardware dealer 
some idea of what remodeling 
means so that he can pass the in- 
formation on to his customers. 

This house had been abandoned 
for thirty years. The east end 
was built early in the Eighteenth 
Century and the newer, western 
end sometime before the Amer- 
ican Revolution. During part of 
the period since it had been in- 
habited by human beings, the 
house was used as a hay storage. 
The upper floors were used for 


bale hay; loose hay being put in 
the lower rooms to which cattle 
had access. 

Unpainted and uncared for, two 
factors prevented it from com- 


plete decay. One was the fact 
that the framing and roof struc- 
ture was entirely of hand-hewn 
oak and the other was that the 
house was built against and shel- 
tered by a huge rock which tow- 
ers over its northern exposure, 
protecting it from cold blasts in 
winter. 

Despite its thoroughly dilapi- 
dated condition, the astute Mrs. 
Susanna Edwards Paddock of Ka- 
tonah, N. Y., saw fine possibilities 
in this house, while the average 
prospective home owner would 
have considered it of no value, 
worthy only to be torn down. Be- 
cause of the simplicity and effi- 
ciency of its original arrangement 
and its fundamentally good con- 
struction, the remodeling which 
was done by the owner was com- 
paratively inexpensive. No re- 
building operations were neces- 
sary. Only resurfacing in some 
places and plenty of paint all 
over. (Continued on page 73) 
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Samuel McKnight Hardware Co. Meets 


Changing Residential Conditions 


ACILITATION in selling 
the lighter hardware items 
in a restricted suburban 
community by means of 
effective table and platform display 
is accomplished in the new Belle- 
vue, Pa., store of the Samuel Mc- 
Knight Hardware Co., whose main 
retail establishment is at 225 Fed- 
eral Street, North Side, Pittsburgh. 


The new Bellevue store of the 
Samuel McKnight Hardware 
Co., Pittsburgh, Pa., is located 
at 529 Lincoln Ave., flanked 
on one side by the A.&P. store 
and on the other by a 5-and-10 
cent store. The layout of the 
interior and the display of mer- 
chandise as shown here are such 
that McKnight will benefit from 
the nearness to his chain store 
neighbors, as these together with 
the Post Office across the street 
make the location a central 
point for shoppers. 


« 


The new store, which replaces 
older quarters a few doors down 
the street on Bellevue’s principal 
business thoroughfare, provides 
considerable increases in floor 
space in both the store room and 
storage quarters. 

The McKnight company entered 
the Bellevue field about five years 
ago in order to meet changing resi- 

dential condi- 
tions in its ter- 
ritory. Since 
the city of Alle- 
gheny, located 
just across the 
Allegheny River 
from the busi- 
ness center of 
Pittsburgh _ be- 
came a part of 
the latter city, a 
large number of 
its former resi- 
dents have 
moved down the 
Ohio River into 
a number of sub- 


urban communities which have 
sprung up. While Bellevue is five 
miles from the company’s old store, 
it is the nearest of any of these 
suburbs and has developed as a 
logical shopping center, for resi- 
dents of the communities farther 
away. The Bellevue store has a 
trade area radius of about three 
miles, most of the customers com- 
ing from the suburbs farther down 
the river. The tendency for shop- 
pers seems to be to go toward the 
city rather than away from it and 
customers of the McKnight com- 
pany living between Bellevue and 
the North Side store still trade at 
the latter establishment. 

The location of the new store at 
529 Lincoln Avenue was chosen 
with considerable foresight. It is 
directly across the street from the 
Post Office and flanked on one side 
by an A. & P. establishment and on 
the other by a local five-and-ten. 
A chain five-and-ten is only three 
doors away. This gives the store 
every opportunity to attract shop- 
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Designed especially to at- 
tract feminine customers, who con- 
stitute a large percentage of the 
business of a suburban establish- 
ment of this sort, household fur- 
nishings have an important place 
in the display and much space is 
provided on the sales floor for ready 
circulation among tables § and 
shelves. Aisles five feet wide lead 
straight through the store, allow- 
ing ample room for access to the 
shelves on either side. 

The entire arrangement of the 
store is based on the supposition 
that first class merchandise, if 
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properly and attractively displayed, 
will sell itself. With this idea in 
mind steel fixtures have been in- 
stalled by David Lupton & Sons, 
Philadelphia, Pa., throughout, pro- 
viding a maximum of display space 
as well as ready adjustment to fit 
the special needs of merchandise 
carried. Adjustable steel shelves 
extend on either side of the store 
room throughout its entire length. 
Part of the shelving is inclosed by 
panel doors on which the articles 
carried within are attractively 
sampled. This is especially helpful 
in the case of builders’ hardware, 
small tools, cutlery, etc. The shelv- 
ing is only 71% ft. high, practically 
eliminating the use of ladders, and 
the top is ideally suited to the dis- 
play of juvenile vehicles and other 
larger items which do not fit easily 
into compartments. A ledge ex- 
tending outward about two feet on 
the same level as the table tops also 
provides further display and sam- 
pling space, while underneath it 
space is provided for storing larger 
articles. 

In the arrangement of merchan- 
dise, demand items are located 
principally on the shelves, while 
display numbers are in front on the 
shelves and tables. Heavier prod- 
ucts, such as nails, roofing paper, 
etc., usually specifically called for 
by customers are kept in the stor- 
age quarters at the back of the 
room and display arrangement is 
such that prospective buyers have 
full opportunity to notice items for 
which they have a need but did not 


i intend to buy just at that time. In 





many cases new lines on display 
help to sell older items and efforts 
are made to change the prominent 


displays rather often in order to 
ascertain which items may best be 
sold in this manner. 

Immediately in front of the door 
in the new store a rectangular steel 
platform about six inches high 
provides display facilities for the 
larger seasonable items. To the 
right is a cabinet and ledge de- 
voted to sporting goods, fishing 
tackle and kindred items. As shown 
in the accompanying diagram, the 
shelving on the entire left hand 
side of the room is devoted to 
paints, varnishes and a full line of 
household supplies. On the right 
small tools, builders’ hardware, etc., 
constitute the bulk of the current 
showing. Immediately behind the 
platform at the front of the store 
is a show case for cutlery, includ- 
ing penknives, razors and blades 
and other perishable items. Be- 
hind this case is a U-shaped display 
table which is now largely given 
over to household furnishings, in- 
cluding lighting fixtures and bulbs, 
enamel ware and cooking utensils. 
The next table is devoted to the spe- 
cial bargain offered currently, and 
being near the rear of the store, 
customers are given an opportunity 
to look over the remainder of the 
stock on display before reaching it. 
Articles on this table are also given 
special window display and the en- 
tire arrangement serves to attract 
customers to the store and through 
it. Behind the bargain table space 
is provided for either more tables 
or a platform. The back room is 
given over to storage of heavier 
articles and a loading platform is 
provided for the trucks of car- 
penters or contractors. This also 


(Continued on next page) 
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facilitates delivery of items or- 
dered by ’phone. 

The show windows are deeper 
than the average with a large vesti- 
bule. As in the case of the bargain 
table, window displays are planned 
to conform with special showings 
on the tables and shelves, and a 
customer attracted to the store by 
the windows will have no difficulty 
in locating the article which at- 
tracted his attention. The window 
ceilings are some four feet below 
the room ceiling and the space 
above is also devoted to display 
purposes, being especially effective 
at night. During the day articles 


placed over the windows are also 
easily seen by those in the store. 
Lighting fixtures hanging from the 
ceiling of the room are of modern- 
istic design and provide illumina- 
tion which is more natural than 
artificial. 

Because of the exceptional dis- 
play facilities of the store, special 
plans were made to attract as many 
potential customers as possible to a 
three-day opening on Oct. 2, 3 and 
4. Some 40 items were specially 
priced for the event, and the prices 
all ended in the figure nine in or- 
der to give prominence to the store 
address, 529 Lincoln Avenue. 


Prices ranged from 9 cents to $5.29. 
Every visitor at the store during 
the opening days was asked to reg- 
ister whether making a purchase 
or not. The publicity attending the 
opening was well handled and 509 
cash sales were made on the first 
Saturday not to mention many 
charge sales. The location of the 
store was also well established in 
the community by the prices. 

Hugh F. McKnight is president 
of the company; George M. Mc- 
Knight, vice-president, and J. 
Harold Dumbell, secretary-treasur- 
er. John A. Watson is manager 
of the Bellevue store. 





Arousing Children’s Interest In Paint 


(Continued from page 31) 


the local papers said about the 
opening of the contest is also 
shown. Judges of the contest were 
prominent professional men and 
members of the faculty of a uni- 
versity arts department. 

Only the paints and materials 
furnished free by the Cope store 
were allowed to be used in coloring 
the seven subjects included in the 
book. About 250 children entered 
the different groups, with much en- 
thusiasm. In a letter to the Na- 
tional Lead Co., Mr. Chilson said 
that his organization was very 
pleased with the results. So suc- 


Coleman Lamp & Stove 
Issues Holiday Folders 


The Coleman Lamp & Stove Co, 
Wichita, Kan., offers the trade two 
Christmas mailing pieces. One folder 


shows a line of electric appliances offered 
by the organization. The other folder 
illustrates some Christmas suggestions in 
the gas appliance lines. Both folders are 
colored in the Christmas holiday style. 
The electric appliance line is illustrated 
both in use and in individual frames. On 
the folder A-17 for the gas appliance line 
is printed a space for the dealer’s name. 
In addition to the space for imprinting 
dealer’s name, there is a letter from the 
dealer to the customer included in the 
electric line folder. The Coleman or- 
ganization will send the folders to deal- 
ers, imprinted, addressed to the individual 
and sealed ready for stamping and mail- 
ing, upon receipt of the proper list of 
prospects. Sample folders have been sent 
to dealers, together with information con- 
cerning the company’s dealer help offer. 


cessful was the contest that Mr. 
Chilson stated that the Cope com- 
pany is thinking of conducting sim- 
ilar events at least once a year. The 
children, who entered the contest, 
created great interest among the 
older folks in their homes. By the 
contact with the children the Cope 
store was able to make more direct 
contact with parents. 

Such contests may be extended to 
more groups, although only two 
groups would do very well. With 
fewer groups there would be less 
detail work, fewer records to keép 
and much less expense. In dis- 


tributing the books personally, in- 
stead of leaving them on the count- 
er, the children were made to feel 
that they were being given individ- 
ual attention. This thought made 
them somewhat grateful to the 
Cope store. Because of this feeling 
of personal attention the children 
will continue to think and talk 
about the store. When their par- 
ents send them on errands for ma- 
terials available in hardware, 
housefurnishings. and paint lines 
they will naturally head for the 
Cope store. Such annual contests 
will remain in their minds, for 
many years. When they maintain 
their own homes in future years 
the same feeling of goodwill will 
be fixed in their minds. 





—Columbus. 


increase. 


trend is always forward. 





Ask Us Another 


—Who discovered America? 


—How could he have missed it? 

—That’s just the question a prominent English- 
man asked when he recently completed his 
first trip throughout this country. 


—Will America continue to grow and prosper? 
—Just so long as our people need things and 
want things our prosperity will continue and 


—Do standards of living go backward? 
—Never. Readjustments take place, but the main 
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The Hardware Store of Tomorrow head costs. Expansion of the | Walter C. Allen, a ocean 


Discussed by Charles J. Heale 


Syracuse and Rochester Associations Hear Managing 
Editor of Hardware Age—Spirited 
Discussion Follows 


Addressing the Syracuse] 
Hardware Association Nov. 10 


and the Rochester Hardware 
Association Nov. 12, Charles 
J. Heale, managing editor, 


HarpwareE AGE, gave his pic- 
ture of “The Hardware Store 
of Tomorrow,” advocating 
greater dealer emphasis on sell- 
ing than on buying ; concentra- 
tion on a limited number of 
sources of supply; seeking new 
lines, particularly those that 
may be sold at a high unit of 
sale, the speaker stressed the 
building up of store traffic as 
the basic problem of hardware 
retailing. He said location, 
meeting of prices regardless of 
cost, training of sales help, 
having the boss do the job he 
was best fitted for, higher 
wages, better and bigger stores, 
sensible installment selling 
plans, placing related goods to- 
gether, and advertising to a nat- 
ural trading area ‘even with loss 
leaders, were some of the physi- 


cal changes that must take 
place. He spoke also of the 
changes in mental viewpoint 


necessary and dwelt at length 
on the economics of coopera- 
tive buying, the relation of pop- 
ulation to rents and of wages 
to sales per person. 


At the close of the Rochester 





meeting a spirited informal dis- 


cussion took place. There were 
100 present at this meeting held 
at the Hotel Rochester. The 
Syracuse meeting at the Hotel 
Syracuse was attended by 89. 


~ 











CHARLES J. HEALE 


Local wholesalers were present 
at both sessions and in each case 
dealers came from points from 
20 to 40 miles distant. Vice- 
President S. Flanigan of the 
local association presided at the 
Syracuse group and President 
J. P. Josh was toastmaster at 
Rochester. At both meetings 
John B. Foley, secretary, New 
York State Retail Hardware 
Association, made preliminary 
remarks and introduced the 
speaker. 

Secretary Foley has since an- 
nounced that Mr. Heale will 
give the same talk at Buffalo, 
Nov. 24, Utica, Nov. 25, and 
Albany, Nov. 26. 





HORTON BUYS STORE OF 


FINCH BROTHERS 
Earl Horton, Ulster, Pa., 
hardware retailer, has  pur- 


chased the hardware business 
of Finch Bros., Athens, Pa. 





A. G. SPALDING SELLS 
ABBEY & IMBRIE UNIT 
A. G. Spalding & Bros., New 

York City, according to an an- 

nouncement, have discontinued 

the wholesale distribution of 





fishing tackle. The Spalding 
company has sold the Abbey & 
Imbrie concern, which had 
been conducted as its fishing 
tackle unit. The fishing tackle 
company has moved to Utica, 
N. Y., from which point the 
business will be continued. 
A. G. Spalding & Bros. will 
continue to sell fishing tackle 
in some of its retail stores. 
C. A. ‘Niles, secretary, Abbey & 
Imbrie, stated that the com- 
pany, which is one hundred 
years of age, is moving to Utica 





company is planned. 


E. C. WALDVOGEL DIES; 
WAS YALE & TOWNE V. P. 


After a four-day illness, Ed- 
ward Conrad Waldvogel, a di- 
rector and vice-president of the 
Yale & Towne Mfg. Co., passed 
away at his residence in New 
Rochelle, N. Y., during the 
forenoon of Nov. 13. Death 
was due to pneumonia growing 
out of what seemed at first an 
ordinary cold. 

For over a quarter of a cen- 
tury Mr. Waldvogel’s ability 
and loyalty were constantly 
manifested in the service of The 
Yale & Towne Mig. Co. In 
the continued prosperity of the 
company he played no unimpor- 
tant part. 

His acquaintance throughout 
the hardware trade was exten- 
sive and comprehensive. His 
knowledge of the psychology of 
salesmanship was deep and re- 
sourceful. His value as an offi- 
cial was recognized by his as- 
sociates in management, and he 
possessed the high esteem of his 
subordinates. 

Mr. Waldvogel was born in 





E. C. WALDVOGEL 


Toledo, Ohio, and entered the 
Yale service in 1905 as a trav- 
eling salesman. He came with 
an extensive experience and a 
reputation for accomplishment 
among large jobbing houses. In 
1910 he was transferred to New 
York as assistant to the general 
manager. In 1912 he was offi- 
cially appointed assistant gen- 
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president of the company, as 
| general manager in 1916. 

On March 11, 1920, Mr. 
Waldvogel was elected a direc- 
tor of The Yale & Towne Mfg. 
Co., and on March 8, 1923, he 
was appointed vice-president of 
the company, with the division 
of sales as his particular direc- 
tive task. 

On April 1, 1930, Mr. Wald- 
vogel retired from active direc- 
tive service, still remaining a 
director and vice-president. It 
was announced on this date that 
he would give part of his time 
to Yale & Towne in an ad- 
visory capacity. 

3esides his widow, Mrs. Ade- 
laide W. Waldvogel, he is sur- 
vived by his sons, Edward C., 
Jr., and Roy, and Mrs. William 
Weltmer, a daughter. Inter- 
ment was at Beechwood Ceme- 
tery, New Rochelle. 


ARTHUR THOMPSON DIES; 
McKINNEY CO. CHAIRMAN 


Arthur W. Thompson, 55, 
chairman of the board of direc- 
tors, McKinney Mfg. Co.,, 
Pittsburgh, Pa., and former 
president, United Gas Improve- 
ment Co., died in that city Nov. 
10 as the result of a two years 
illness caused by heart trouble. 
He became president of the 
United Gas Improvement Co. in 
1926. Mr. Thompson was close- 
ly associated with Andrew W. 
Mellon, Secretary of the Trea- 


sury, in his enterprises for 
years. During the war Mr. 
Thompson was in charge of a 
group of railroads under the 
Government administration. He 
was a director of American 


Surety Co., Consolidated Gas, 
Electric Light & Power Co., 
Baltimore, Md.; Girard Trust 
Co., Pennsylvania Railroad, 
Philadelphia National Bank, 
Guarantee Co. of North Amer- 
ica and the Union Trust Co. 





BENJAMIN DUNLAP DIES 
IN AUTOMOBILE CRASH 


Benjamin Dunlap, Dunlap 
Hardware Co., Shenandoah, 
Pa., his wife and mother were 
killed instantly on Nov. 5, at 
Pottstown, Pa., when the auto- 
mobile he was driving hit a 





stalled truck. 
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Chicago Ass’n Will 


Open Model Store 


in New Quarters in Merchandise Mart 


Under the management of 

‘ the Chicago Retail Hardware 
Association a permanent model 

hardware store is to be main- 

tained on the fourteenth floor of 

the Merchandise Mart. The as- 


sociation will make its head- 
quarters in an office adjoining. 
Secretary J. C. Amis completed 


the preliminary arrangements 
last week. The model store will 
be open for inspection about 
Jan. 1. It will be the first per- 
manent exemplification of hard- 
ware merchandising and exhi- 
bition of hardware merchandise 
ever sponsored by a trade asso- 
ciation. 

Of this interesting enterprise 
Secretary Amis says: “Our 
plan is to make it one of the 
best equipped hardware stores 
in the country. From the mer- 
chandising viewpoint, it will be 
scientifically engineered and ar- 
tistically treated, with modern 
fixtures and carefully worked 
out departmental and window 
displays. All the goods likely 
to be seen in an up-to-date re- 
tail hardware store will be 
shown off to the best possible 
advantage. It is estimated that 
ten thousand hardware retailers 
will inspect this model mer- 
chandising plant every year.” 

The setting for the exhibit is 
admirable. The fourteenth floor 
of the Merchandise Mart is to 
be given over almost exclu- 
sively to the display of articles 
ordinarily sold in hardware 
stores. These, in themselves, 
will attract many hardware 
dealers from all over the coun- 
try. The building is already 
famous as a center of nation- 
wide mercantile attractions. All 
regular meetings of the Chi- 
cago Retail Hardware Asso- 





ciation will be held in the store 
which, together with the asso- 
ciation office, will occupy Suite 


J.C. AMIS 


1416, a space measuring 20 feet 
wide by 110 feet deep. 

Information concerning the 
enterprise will be regularly 
mailed out by the association to 
dealers over a large part of the 
country. The lease has been 
taken for a term of years. A 
number of hardware manufac- 
turers have already engaged to 
participate in the model exhibit. 
Space is now on sale; until the 
opening of the store Secretary 
Amis, who will receive all ap- 
plications, will continue to make 
his headquarters in room 906 at 
19 South La Salle Street, Chi- 
cago. Goods on display in the 
store will be merchandised by 
an expert who has had years of 
experience. According to good 
merchandising practice, depart- 
mental plans will be drawn and 
classified spaces allotted; after 
each department has been filled 
no further applications for 
space can be accepted. 





COLEMAN DU PONT DIES; 
WAS DU PONT HEAD 
Brig. Gen. T. Coleman du 
Pont died in Wilmington, Del., 
Nov., 11 at the age of 67, of 
complications caused by a throat 
He was at one time 
du Pont de 
Wilmington, 
explosives 


infection. 
head of E. I. 
Nemours & Co., 
Del., powder and 
makers. After completing his 
engineering course in college he 
went to work as a coal miner 
for Central Coal & Iron Co., 
Central City, Ky., of which 
company he later became presi- 
dent. At the age of 30 he went 





to Johnstown, Pa., as manager 
of the Johnson Steel Co., later 
Lorain Steel Co., now a sub- 
sidiary of the United States 
Steel Corp. In 1900 he left the 
steel business to head various 
coal and iron corporations in 
Kentucky. 

At the age of 39 Gen. du 
Pont was made president of the 
E. I. du Pont de Nemours & 
Co. organization at the request 
of his family. Until 1915 he 
headed the explosives firm, 
which was by then turning out 
synthetic products of various 
types in addition to its other 
lines. After leaving the ex- 
plosives company he devoted 





his attention to real estate oper- 
ations. He filled the unexpired 
term of one of the Delaware 
senators, who died. At a later 
time he was elected for a full 
term, but resigned before it was 
completed, because of his health. 
He was a brigadier general in 
the Delaware National Guard, 
under five different governors. 
Besides his building, steel bank- 
ing and explosives interests he 
was active in the control of 
street railways in several states. 

Mrs. du Pont, three daughters 
and a son survive. Gen. du 
Pont was active in engineering 
societies and gave many dona- 
tions to colleges and charities. 


F. J. COAKLEY DIES, 
SAMSON SECRETARY 


The death of Frank J. Coak- 
ley, secretary and _ director, 
Samson Cordage Works, Bos- 
ton, Mass., was recorded in the 
Nov. 13 issue of Hardware age. 
He died on Nov. 3, in his 
home in Brookline, Mass., fol- 
lowed an illness of two days, 
resulting from a_ paralytic 
stroke. He was born Jan. 17, 
1873 in Halifax, Nova Scotia, 
but went to Boston as a boy. 
After leaving school he became 
an office boy for Lambert Bros., 
glass manufacturers. His next 
field was missionary work with 
architects, representing a few 
manufacturers, among whom 
was the Samson Cordage 
Works. 

In 1894, he took a position as 
salesman for the Simonds Roll- 
ing Machine Co. and for a few 
years divided his time between 
selling bicycle bells for Simonds 
and sash cord for the Samson 
organization. In 1910 he was 
made secretary of the company 
and later became a director. 


CLEMENTS MFG. CO. TO 
BUILD LARGE PLANT 


The Clements Mfg. Co., 
manufacturers of household and 
industrial cleaning equipment is 
erecting a new factory at 66th 
Place and S. Narragansett 
Avenue, in the heart of the 
clearing industrial district, Chi- 
cago. 

It will occupy an area of 
24,000 square feet of land with 
21,000 feet of factory floor 
space. The plant will be served 
by the Belt Railway Co. of 
Chicago on a private switch 
track. Approved modern equip- 
ment, including a_ sprinkler 
system, will be used throughout 
the factory, which is of Moni- 
tor type construction. 

The Clements Mfg. Co. will 
occupy its new plant about 
February 1, 1931. 


SCHLEMMER HEADS 
HARDWARE EMPLOYMENT 
GROUP 


W. F. Schlemmer, of Ham- 
macher, Schlemmer & Co., Inc., 
New York City, has been se- 
lected to serve as chairman of 
the general hardware group of 
the Emergency Employment 
Committee, which is pushing a 
campaign to raise $6,000,000 for 
unemployment relief in New 
York City. Immediate employ- 
ment, at wages of $5 a day, for 
unemployed heads of families 
in New York during the winter 
months, constitutes the com- 
- mittee’s relief program. Funds 
are being sought from individ- 
uals, corporations and in smaller 
gifts from employees who will 
authorize the treasurers of their 
companies’ to deduct a certain 
amount, approximately one half 
a day’s salary a month, from 
their pay. 

To date approximately 3,000 
men and women have been as- 
signed to jobs paying sufficient 
funds to allow them to main- 
tain their families and to regain 
their independence. By the 
present plan agencies of all 
creeds and races are to work to- 
gether to relieve the situation 
in New York City. Already 
pledges of gifts have been re- 
ceived insuring the first $1,000,- 
000 for the work of the com- 
mittee. Many jobless people 
have been put to work in the 
parks and other non-profit pay- 
ing institutions. 


HINCHMAN ADDRESSES 

BROOKLYN ASSOCIATION 
Fréd B. Hinchman, 
York manager, John 


New 
Russell 
Cutlery Co. Turners Falls, 
Mass., spoke to the Nov. 13 
meeting of the Brooklyn Hard- 
ware Ass’n, held in the John- 
son Bldg., Nevins St., Brook- 
lyn, N. Y. He spoke on the 
subject “How Scraping Knives 
Are Made,” showing members 
the various stages in the manu- 
facture of such knives. D. W. 
Lellis, Brooklyn Chamber of 
Commerce, told the organiza- 
tion of the work of the Cham- 
ber and how it could help mem- 
bers. 

More than thirty members 
and guests, including a small 
group from the New York 
Hardware Boosters, were pres- 
ent at the meeting, which was 
presided over by R. L. Ham- 
mond, president of the associa- 
tion. Secretary Robert Pear- 
sall read the secretary’s report. 
A vote in favor of the annual 
Metropolitan Hardware Asso- 
ciation banquet was unanimous. 
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J. K. WOODWELL, V. P. 
JOSEPH WOODWELL Co. 


J. K. Woodwell, secretary of 
the Joseph Woodwell Co., Wood 
St. and Second Ave., Pittsburgh, 
jobber and retailer in hardware, 
tools, contractors’, railroad, mill 


and automobile supplies, has 
been elected vice-president of 
the company, succeeding the late 
J. D. Hailman. Mr. Woodwell 
has been identified with the 
company for 17 years and has 
been secretary for 12 years. He 
is a director in the Common- 
wealth Trust Co. and the Per- 
fect Laundry Co., Pittsburgh, 
as well as in the Woodwell 
company. 

H. A. Sasse has been named 
secretary of the company, to 
succeed Mr. Woodwell. He is 
a director of the organization 
and has been identified with it 
in various capacities for more 
than 40 years. 





FRED A. LUNDAHL DIES; 
BUDDY “L”, VICE PRES. 


Fred A. Lundahl, vice-presi- 
dent and founder, Buddy “L” 
Mfg. Co., East Moline, IIl., 
died Nov. 14 after a short ill- 
ness. On July 1, when the com- 
pany changed is name from 





FRED A. LUNDAHL 


Moline Pressed Steel Co., Mr. 
Lundahl was relieved of some 
of the details and worry of the 
firm, so that he might concen- 
trate upon origination and pro- 
duction, in which he was pri- 
marily interested. At that time 
J. W. Bettendorf was made 
president: of the firm. 





EDISON GE APPLIANCE 
APPOINTS H. K. BUTLER 


H. K. Butler has recently 
been appointed as office man- 
ager and factory branch service 
station manager of the Seattle 
office of the Edison General 
Electric Appliance Co., Chi- 
cago, Ill. 





U.S. Wire Netting Industry Threatened, 
Tariff Commission Hears 


Domestic Companies and Importing Interests 
Present Arguments on Tariff Rate 


(From our Washington Bureau) 


Imports of wire netting into 
the United States threaten to 
wipe out the domestic industry, 
according to statements made 
by the Tariff Commission by 
representatives of American 
producers. 

In contrast to this contention, 
importers declared that domes- 
tic producers supply 82 per cent 
of the market, leaving only 18 
per cent to foreign manufactur- 
ers and in no way endangering 
the domestic industry. 

The hearing .was the out- 
growth of a Senate resolution 
introduced by Senator Bingham, 
Republican, of Connecticut. Do- 
mestic producers asked that the 
Hawley-Smooth rate of 45 per 
cent on woven wire fencing and 
netting be increased by 50 per 
cent, based on American valu- 
ation, under the flexible provi- 
sion. Importers maintained that 
there is no justification for an 
increase in the duty on a com- 
modity which they said is so 
highly protected. 

The domestic companies rep- 
resented at the hearing were 
the Keystone Steel & Wire Co., 
Peoria, Ill.; the New Jersey 
Wire Cloth Co., Trenton, N. J.; 
the Indiana Steel & Wire Co., 
Muncie, Ind.; Wickwire Bros., 
Cortland, N. Y.; the California 
Wire Cloth Co., San Francisco; 
the G. F. Wright Steel & Wire 
Co., Worcester, Mass.; the 
Wickwire-Spencer Steel Co., 
Clinton, Mass., and the Gilbert 
& Bennett Mfg. Co., Groton, 
Conn. 

The importing interests were 
the Steel Union Co., New York; 
Steel, Inc., Los Angeles, and 
the Corn & Dehm Hardware 
Co., Seattle, Wash., represented 
by George E. Dix, New York; 
and the Trefileries Leon Be- 
keart, Sweveghem, Belgium, 
represented by Attorney Reese 
D. Alsop, ‘New York. 

Presentations for the domes- 
tic industry were made by its 
counsel, J. G. Lerch, New York, 
and Raymond J. Southwell. 

In outlining the position of 
domestic producers, Mr. Lerch 
told the Commission that up to 
1925 the domestic manufactur- 
ers enjoyed all of the United 
States market for woven wire 
fencing and netting. In that 
year importers brought in a lot 
of wire netting through the Pa- 
cific Coast for stucco work. 
The material, he said, did not 
answer requirements of the 








building code and was dumped. 
In 1926 imports were said to 
have been 100,000 bales of net- 
ting that met the cede require- 
ments. In 1927 the imports, 
Mr. Lerch stated, increased to 
200,000 bales and in 1928 to 
367,000 bales. The importations, 
according to Mr. Lerch, have 
increased so steadily that do- 
mestic producers no longer have 
export markets and but little 
domestic business in the domes- 
tic market. Mr. Lerch sub- 
mitted confidential matter, in- 
cluding affidavits, giving prices 
and other data for imports from 
Germany and other countries. 
He contended that a 50 per cent 
increase in the duty, based on 
foreign valuation, would in no 
way equalize the difference in 
costs in the United States and 
abroad. For that reason, he 
said, the domestic producers are 
asking an increase of 50 per 
cent, based on the American 
selling price. Even this latter 
increase, it was contended, 
would leave the duty 9 per cent 
below the American cost of 
production. 

The testimony of Mr. South- 
well supplemented that of Mr. 
Lerch, and emphasized competi- 
tive conditions on the Pacific 
Coast. Under cross-examination 
conducted by Mr. Dix, Mr. 
Southwell disagreed with the 
suggestion that steel companies 
making netting are operating 
below cost of production in or- 
der to keep their men emploved. 
He declared that imports are 
being offered at present at 
Charleston, S. C., and other 
ports at prices much below the 
American cost. 

Replying to the suggestion by 
Mr. Dix that it is possible for 
American producers of netting 
to buy their rods from abroad, 
Mr. Southwell said that most 
domestic manufacturers make 
their own rods and if they pur- 
chased this material from abroad 
they would be compelled to 
close down their rod plants. 

Mr. Southwell said that the 
consumption of wire netting in 
the United States is 2,000:000 
bales annually, and he sup- 
ported the statement of Mr. 
Lerch that if imports continue 
at their present ratio it will not 
be long before domestic pro- 
ducers will be put out of busi- 
ness. Replying to a question by 
Mr. Alsop, Mr. Southwell said 
that the principal American for- 





eign markets had been Cuba, 
Australia, the Far East, and 
South America. He said that 
these markets had been lost 
owing to inability to compete 
with foreign producers. 

Mr. Alsop, both in his ques- 
tioning of Mr. Southwell and in 
a statement to the commission, 
sought to make the point that 
Belgian producers use American 
machinery for drawing wire and 
that, using the rods as a base 
for fixing costs, were on a cost 
parity with domestic makers. 

Mr. Dix told the commission 
that the principal objection to 
increasing the duty is because 
wire fencing and netting can be 
imported to only a relatively 
small area of the United States, 
which, without incurring large 
freight rates, domestic makers 
by reason of their geographical 
location, cannot reach. Farmers 
of the United States, Mr. Dix 
said, are largely interested in 
the question of increasing the 
duty on wire fencing and netting. 
He read a telegram he received 
from the National Grange ob- 
jecting to any increase and de- 
claring that the Grange would 
support opposition to such ac- 
tion. The duty, Mr. Dix said, 
should be based on the cost of 
production at the plant of man- 
ufacture. He said that the De- 
partment of Justice has handed 
down an opinion that freight 
and carrying charges themselves 
constitute a duty. Mr. Dix was 
asked by Chairman Fletcher as 
to what the former considered 
the principal domestic market, 
but Mr. Dix said he was unable 
to answer the question. In re- 
sponse to another question from 
the chairman, Mr. Dix said that 
imports come largely from the 
Rhine Valley in Germany and 
from Belgium. He denied 
knowledge of foreign govern- 
ments paying rebates to manu- 
facturers of wire fencing and 
netting. 

The , commission announced 
that ten days would be allowed 
for the submission of briefs. 








REGINALD TRACY DIES 


Reginald P. Tracy, president 
and general manager, Manning, 
Bowman & Co., Meriden, 
Conn., died Nov. 14. It is be- 
lieved he shot himself in a mo- 
ment of despondency. 

He was found dead in his 
children’s playhouse on his es- 
tate. Mr. Tracy had lived in 
Meriden for the past 12 years, 
where he went as sales manager 
of Manning, Bowman & Co. 
With associates he bought con- 
trol of the company and reor- 
ganized the corporation in 1926, 
becoming president at that time. 





























HARDWARE AGE for NOVEMBER 20, 1930 





Continental Screen Co. 
Announces Price Reductions 


Reduced prices on screen doors and 
screens for 1931 are announced 
by the Continental Screen Co., 1323 
Book Building, Detroit, Mich. The 
lower prices will be immediately avail- 
able to all retailers through their job- 
bers and salesmen. 

The advantages and growing neces- 
sity of placing definite specifications 
early ‘so that factories will know just 
what kinds, sizes and types of goods 
to manufacture is stressed by the 
company in conjunction with the an- 
nouncement. 

In order to save the retailers con- 
siderable in the way of local freight 
and to give them clean, fresh pack- 
ages, at the same time saving the job- 
bers the necessity of handling a 
large share of these bulky goods 
through their warehouses, the com- 
pany advises the trade that they will 
again ship a large number of distribu- 
tion cars, Providing that jobbers and 
dealers place their orders early enough 
to secure shipment in the distribution 
cars, a substantial freight saving can 
be made. 


Week’s Price Average Was 
82.2 Per Cent, Says Fisher 


Prof. Irving Fisher of Yale Uni- 
versity has announced that wholesale 
commodity prices for the week ended 
Nov. 8, based on Dun’s quotations, 
averaged 82.2 per cent. 

The October average was 82.6. The 
purchasing power of the dollar on a 
1926 basis of 100c. was 121.7c. The 
October average was 121c. 

Crump’s index of English prices 
for the week on the revised 1926 level 
was 72.6. The October average was 
72.7. 

The Italian index on the revised 
1926 basis for the week ending Nov. 1 
was 58.5. The October average was 
59.1. 


GENERAL MARKET 
NEWS orf tHE WEEK 









Holiday Activity Increases 
Current Hardware 
Volume 


New York, Nov. 17.—Mild 
weather continues to retard the de- 
mand for seasonable lines in most 
of the principal hardware markets 
throughout the country. However, 
an accelerated movement of holiday 
merchandise is responsible for an 
expanded sales volume, although 
Christmas buying has been effected 
by general business conditions. 

Sentiment in the trade is better 
than it has been for some time and 
it is the consensus of opinion that 
hardware stores’ will receive their 
share of the Christmas trade, be- 
cause of the practical and useful 
nature of the articles they offer for 
gift purposes. arly indications 
confirm the view, which is justified 
by the fact that the general public 
may be expected to spend less 
money for presents classified as 
luxuries. 

Shelf hardware and staple lines 
continue to move in moderate vol- 
ume. Future orders for Spring de- 
livery are being booked in fair vol- 


ume. A slightly better demand ex- 
ists for builders’ hardware and 
tools. 


Little fluctuation has occurred in 
prices, although an easier trend 
continues to prevail. Readjust- 
ments, in scattered instances have 
been responsible for a few revisions 
of minor importance. 

The credit situation is fairly sat- 
isfactory. 





Wholesale Price Index 
Again Registers Slight Decline 


The wholesale price index of the 
National Fertilizer Association, com- 
prised of 476 quotations, declined 3 
fractional points during the week 
ended Nov. 8. During the past two 
weeks the general index number has 
declined exactly 1 full point. The in- 
dex number now stands at 81.9, com- 
pared with 82.2 for the previous week 
and 95.3 a year ago. The index num- 
ber of 100 represents the average for 
the three years 1926 through 1928. 

Of the fourteen groups in the index 
five declined, only one, metals, ad- 
vanced, and eight showed no change 
during the latest week. 

Included in the list of thirty-three 
commodities that declined were cot- 
ton, silk, wool, butter, cottonseed oil, 
dried beans, potatoes, flour, apples, 
canned tomatoes, practically all 
grains, tin, melting steel, turpentine, 
petroleum, rubber, coffee, hides and 
leather. 

Among the eleven commodities that 
advanced were eggs, pork, cattle, 
lambs, zine and coal. 


Estwing Mfg. Co., Reaffirms 
Present Prices for 1931 


The Estwing Manufacturing Co., 
Rockford, Ill., announces that the 
same prices and discounts will prevail 
on their line of leather handled ham- 
mers, hatchets and hunting knives 
during 1931 as in 1930. 

In connection with this announce- 
ment, the company asserts that while 
this move protects their distributor’s 
investment and maintains the greater 
profit per sale, they are now putting 
more individual inspection, finer pol- 
ish and finger proof lacquer coat on 
every tool, declaring that the steady 
sale of Estwing tools proves that the 
trade wants to see, handle and buy the 
best. 
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1931 Tire Production 
to Rival 1929 Record 


Production of 72,600,000 automobile 
tires, as compared with an estimated 
56,000,000 in 1930 and 74,600,000 in 
1929, is forecast by the Alexander 
Hamilton Institute. 

Three factors enter into this esti- 
mate: new cars, exports and replace- 
ments. 

On the basis of an expected 4,500,- 
000 new cars in 1931, as compared 
with an estimated 3,500,000 cars in 
1930, tire requirements for new cars, 
on the basis of five tires per car, 
should total 22,500,000. 

Exports, with a 5 per cent increase, 
would total 2,500,000. 

The big increase is to be expected 
in replacements. During 1929 there 
were about 21,900,000 old cars in use, 
so that replacements averaged some- 
what more than 2 tires per car. This 
year there have been 23,400,000 old 
cars in use, which means that average 
replacements will have amounted to 
little more than 1% tires per car. 
While some reduction in replacements 
per car is logical, due to improvement 
in tires, this factor is not sufficient to 
explain such a sharp drop as that 
which has occurred in replacements 
this year. 

It is apparent that many persons 
have postponed replacing their old 
tires because of the business depres- 
sion. This argues for an active re- 
placement demand in 1931. The pros- 
pect is that 23,800,000 old cars will 
be in use in 1931, which should pro- 
vide a replacement market for at 
least 47,600,000 tires, allowing 2 tires 








per car as an average replacement, a 
figure which will probably prove low 
in view of the economizing which has 
occurred this year. 


Car Loadings Decline 
In Week Ended Nov. 1 


Loading of revenue freight for the 
week ended on Nov. 1 totaled 934,640 
cars, according to the car service di- 
vision of the American Railway Asso- 
ciation. 

This was a decrease of 24,695 cars 
below the preceding week this year 
and a reduction of 137,594 cars below 
the same week last year. It also was 
a reduction of 169,302 cars below the 
corresponding week in 1928. 

Loadings for the week compared 
with the same week last year: 

Miscellaneous freight, 359,195 cars, 
a decrease of 62,710 cars; merchan- 
dise less than carload lot freight, 
240,569 cars, a decrease of 30,736 
cars; coal, 176,011 cars, a decrease of 
13,005 cars; forest products, 38,134 
cars, a decrease of 21,667 cars; ore, 
35,063 cars, a reduction of 10,754 cars; 
coke, 8848 cars, a decrease of 3302 
cars. 

Grain and grain products loading 
totaled 44,417 cars, an increase of 
6074 cars. In the Western districts 
alone, grain and grain products load- 
ing amounted to 30,862 cars, an in- 
crease of 5260 cars above the same 
week in 1929. Live stock loading ag- 
gregated 32,403 cars, a decrease of 
1494 cars. In the Western districts 
alone, live stock loading amounted to 


LaSalle Map of Business Conditions 
For November, 1930 











26,238 cars, a decrease of 616 cars 
compared with the same week last 
year. 

All districts reported reductions in 
the total loading of all commodities, 
compared not only with the same 
week in 1929, but also with the same 
week in 1928. 


Bank Clearings Show Decline of 
50 Per Cent from A Year Ago 


Bank clearings in the United States 
for the week ended Nov. 6, a holiday 
week, as reported to Bradstreet’s 
Journal, aggregated $8,616,769,000, as 
against $8,385,815,000 last week, a 
full week, and $17,240,963,000 in this 
week last year, also a holiday week. 
There is here shown an increase of 
2.7 per cent over last week, but a de- 
crease of 50 per cent from the like 
week of 1929. Canadian clearings ag- 
gregated $353,310,000, against $308,- 
663,000 last week and $524,197,000 in 
this week last year. 





Bank Debits Increased 
In Week Ended Nov. 5 


Debits to individual accounts as re- 
ported to the Federal Reserve Board 
by banks in leading cities for the week 
ended Nov. 5, which included but five 
business days in most of the reporting 
centers, aggregated $11,421,000,000, 
or 2 per cent above the total reported 
for the preceding week, and 54 per 
cent below the total reported for the 
corresponding week of last year. 
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The Gulf Southwest Hardware Survey 


Valuable Vital Information, Soon to Be 
Available, will Be Useful to Whole 


Country as well as the Southwest 


(From Our Washington Bureau) 
STUDY of wholesale, whole- 
sale-retail and retail hard- 
ware business as conducted 
in the Gulf Southwest will be 
presented in complete detail in a report 
being prepared for publication by the 
Domestic Regional Division, Depart- 
ment of Commerce. It will be based 
on an exhaustive survey made by the 
Division under E. F. Gerish in charge 
in Washington, together with three 
field agents, Walter Mitchell, Jr., Wal- 
ter A. Bowers and Malcolm A. George. 
The cooperation given by men in 
the trade in the Southwest and trades 
organizations made it possible to 
gather a great volume of vital ma- 
terial that will prove most helpful to 
the trade throughout the country, as 
well as the Southwest. 
_ Turnover, inventories, costs, profits, 
market areas and related information 





EDWARD F. GERISH is Chief 
of the Domestic Regional Division 
of the Bureau of Foreign and 
Domestic Commerce and_ has 
charge of the Gulf Southwest 
Hardware Study. Mr. Gerish is 
especially responsible for the nu- 
merous original ideas to be found 
in this study. 

Mr. Gerish was formerly in 
charge of the studies made by the 
Department of Commerce of mar- 
kets in New England, reports of 
which have recently been pub- 
lished. In this new position of 
Chief of the Domestic Regional 
Division he is now organizing sim- 
ilar studies for the entire United 
States. The country has been di- 
vided into nine sections and groups 
of men are being developed for 
this work, which will be done along 
the lines of the Gulf Southwest 
Hardware Study. 

Before becoming associated with 
the Department of Commerce, Mr. 
Gerish was in the Sales Depart- 
ment of Lever Brothers, soap man- 
ufacturers of Boston, Mass., and 
prior to this had had a number 
of years of sales experience with 
other firms. He is a graduate of 
Harvard University and the Har- 
vard Graduate School of Business 
Administration. 





have been ascertained, and after a 
check by the original sources of in- 
formation so as to insure accuracy, 
the report will be put into final form 
and sent to the Government Printing 
Office for publication. It will be a 
complete report on the entire whole- 
sale and retail hardware industry. At 
the same time it will be so presented 
as not to disclose business operations 
of individual concerns. 

For the purpose of insuring method- 
ical procedure with accurate and com- 
plete studies, the work was begun by 
dividing the firms into three groups, 





MALCOLM A. GEORGE has, 
as a pre-school background, com- 
mercial banking experience in the 
grain country of the Northwest, 
which has enabled him to under- 
stand the viewpoint and problems 
of merchants in rural and agri- 
cultural communities. His school- 
ing has been obtained in the La 
Salle Extension University, Uni- 
versity of Minnesota and George 
Washington University, and since 
leaving the University his business 
experience has been in the nature 
of architectural designer in the 
building and construction business. 
His special knowledge of agricul- 
tural communities combines with 
his schooling and technical and 
engineering experience to make 
him especially valuable in the lay- 
ing out of wholesale and retail 
trade territories and in the prepa- 
ration of maps, charts and graphs 
in connection with present regional 
commodity distribution studies. 











WALTER MITCHELL, Jr., for- 
merly was in charge of advertising 
at the Murray Body Co., Detroit, 
and previous to that was Special- 
ties Sales Manager for Braun 
Lumber Corporation, the largest 
building materials retailers in 
Michigan. He also has contributed 
outstanding articles on salesman- 
ship and sales efficiency to promi- 
nent trade publications. 

Mr. Mitchell took an engineer- 
ing training at Sheffield Scientific 
School, Yale University. 








wholesale, wholesale-retail and retail. 

Strictly wholesale houses are those 
whose entire business is that of selling 
general lines of hardware at whole- 
sale prices. 

Wholesale-retail establishments are 
those whose major business is that of 
selling general lines of hardware, 
either a small or large portion of 
which are sold at retail terms, and the 
remainder at wholesale. 

Specialty firms are those whose 
major wholesale activity is in one or 
two lines. Oftentimes, these lines do 
not figuré greatly in the hardware 
business, but concern other business, 
such as blacksmith supplies, mining 
machinery, oil well supplies and 
radios. 

Retail establishments are those sell- 
ing general lines of hardware directly 
to the ultimate consumer. 

The calls made and returns received 
sufficiently complete for reports de- 
note the cooperation given. General 
sales and buying information was re- 





WALTER A. BOWERS has had 
nine years’ experience in commer- 
cial and investment banking. Six 
of the nine years were devoted to 
travel and correspondent relation- 
ships in the banking business in. 
the West and Southwest, giving 
him a personal knowledge of busi- 
ness and financial conditions in 
those sections. The balance of his 
experience has been in investment 
and corporation research and 
property appraisals in connection 
with the handling of trusts. Mr. 
Bowers was associated with the 
Harris Trust & Savings Bank of 
Chicago four years and Halsey- 
Stuart & Co., of Chicago, two 
years, handling business in the 
West and Southwest for both or- 
ganizations, from their Chicago 
and St. Louis offices. He was also 
engaged with the Federal Secur- 
ities Corporation of Chicago (riow 
absorbed by the Central Trust Co., 
of Chicago) two years as an assis- 
tant in management of country 
sales and with Bartlett, Knight & 
Co., of Chicago, one year, in gen- 
eral sales work. He is a graduate 
of the University of Chicago. 
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ceived from 112 firms in the wholesale 
groups, made up of 48 doing strictly 
wholesale business; 43 doing a combi- 
nation of wholesale-retail business and 
21 specialty houses. Complete asset and 
liability figures and income and ex- 
pense accounts were received from 
95.6 per cent of the wholesale houses ; 
73.8 per cent of the wholesale-retail 
concerns and 34.6 per cent of the spe- 
cialty houses. In the study on retail, 
477 calls were made, and 391, or 82 
per cent of the retail firms were able 
to furnish sales volume and other data 
to qualify their interviews for use in 
the survey. 

The wholesale and wholesale-retail 
groups are broken into sales volume 
and territorial coverage classifications 
as follows: 

National—$10,000,000 and over. 

Regional—$5,000,000-$10,000,000. 

Regional—$2,000,000-$5,000,000. 

State and local—$1,000,000-$2,000,- 
000. 


State and local—$500,000-$1,000,- 
000. 
State and /local—$250,000-$500,000. 

Local—$100,000-$250,000. 

Local—$100,000 and less. 

The retail data are broken into three 
separate methods of classification, as 
follows: 

First, by states, comprising Arkan- 
sas, Louisiana, Mississippi, Missouri, 
Oklahoma, Texas and western Ten- 
nessee. These statistics are limited to 
sales total, stocks on hand and seasonal 
fluctuations. 

Secondly, by size of store. This 
method of attack is similar to that used 
in former trade surveys, thus en- 
abling comparative studies. 

Third, by type of customer served. 
In so far as known, this is practically 
a new departure in retail studies. 

This classification is subdivided 
into four main parts, as follows: 

(A) Large stores located down- 
town, selling over $100,000 worth of 


goods annually, and in cities of more 
than 50,000 population and usually 
exceeding 100,000. 

(B) Suburban stores as in (a), 
always located outside the main dis- 
trict and selling less than $100,000 
worth of goods; usually under $50,- 
000. Interesting differences are noted 
between stores serving home owners, 
stores in rental and apartment districts 
and stores in industrial zones. 

(C). Town stores. Towns under 
50,000 population. Within this class 
are distinguished the differences be- 
tween stores pushing specialty lines, 
stores catering to household trade in 
small items and stores catering to 
farm household trade in small items. 

(D) Implement stores. In towns 
under 50,000 population and selling 
more than 20 per cent of their volume 
in horse and power implements and 
equipment. Sales usually are in ex- 
cess of $50,000, with a majority more 
than $100,000. , 





NEW M 


ALBUQUERQUE, N. M. 
ETAIL sales during October 
R show a normal volume and 
most reporting firms show an 
increase over the same period of last 


year. 
AGRICULTURE 


Alfalfa seed crop shows exception- 
ally good, averaging better than 400 
pounds per acre. Onions yielding 
from 12,000 to 25,000 pounds per 
acre, with excellent quality. Cotton 
will produce 97,000 bales, yield of lint 
per acre averaging 390 pounds. Agri- 
cultural conditions generally good 
throughout State. 


XICO: 


Ranges are generally in good to ex- 
cellent condition and stock doing well. 
Shipments of cattle have been short 
for the year but general restocking 
of ranges is in evidence. Winter feed 
is assured on all principal ranges. 


MINING 


Copper is low in price and there is 
some curtailment of production. Oil 
development in Hobbs area holds prin- 
cipal interest. 


CONSTRUCTION 


Construction permits at Albuquer- 
que show less residential building, 
and total permits for year to date 


Retail Volume Is About Normal— 
Building Ahead of National Average 


show about $400,000 less than same 
period last year. Highway construc- 
tion is active all over the State. Build- 
ing generally in entire State is about 
same as last year and far ahead of 
national average. 


BANK CONDITIONS 


Demand deposits are shown to have 
increased $564,829.68 to a total of 
$8,247,126.11 in the 27 State banks 
in the last year. Combined resources 
show a gain of $565,736.04 over last 
year. Banks generally show healthy 
conditions. 

Epcar KNIGHT, Secretary, 
Albuquerque Chamber of Commerce. 





Stock and Commodity Indexes 
Reciprocate as Forecasters 


The possibility of investing with 
greater assurance through the recogni- 
tion of stock and commodity prices as 
reciprocal barometers is suggested by the 
Alexander Hamilton Institute in the cur- 
rent Investment Bulletin. 

A ten-year comparison of the trends 
of the two price indexes discloses close 
parallelism. Consequently the divergences 
strongly suggest the future movement of 
the lagging index. 

For instance, the decline in stocks in 
1919-20 was a signal to sell commodities, 
which began to decline in price several 
months later. The recovery of com- 


modities in the summer of 1921 was a 
signal to buy stocks whose price trend 
began to turn upward shortly after. In 
1922 stock prices began to fall before 


commodity prices, giving the signal to 
sell commodities. The weakening of 
commodity prices early in 1926 warned 
against the break in stocks in March. 
And the subsequent rally in commodity 
prices forecast the subsequent bull mar- 
ket in stocks. 

“There has been no particular regular- 
ity in the order in which turns in the 
two markets have come,” says the In- 
stitute. At times bottom prices for com- 
modities and for stocks have been reached 
almost concurrently. At other times, no- 
tably in the post-war market, the stock 
market has changed direction before a 
change in the direction of commodities. 

“The value of the commodity price 
barometer may be expressed in this gen- 
eral rule. An upward turn in commod- 
ity prices is generally accompanied by a 
recovery of stock prices. That recov- 
ery may anticipate the change in the 


commodity market; it is reasonably cer- 
tain to follow it. The direction of com- 
modity prices accordingly is a factor to 
be watched carefully in view of the ex- 
tent to which deflation has proceeded.” 





Ice Industry Proposes to 
Market Ice Refrigerator 


The manufactured ice industry con- 
templates placing upon the market a 
refrigerator said to provide all of the 
conveniences of mechanical refrigera- 
tion at a cost much lower. 

Details of the new type refrigera- 
tor, which will use either natural or 
artificial ice, were disclosed by Amos 
V. Panky of Harrisonburg, Va., who 
invented the refrigerator, in an ad- 
dress delivered in Atlantic City, N. J., 
before the twenty-fourth annual meet- 
ing of the Eastern Ice Association. 
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Sell them the Bolt with the “A” on the head 


You want customers to leave your store with a 
favorable impression. You want them to return 
again and again. Nothing will contribute so much 
to that result as the selling of quality merchandise, 
made by companies whose products are recog- 
nized as superior. 


Bethlehem Bolts are quality products. To iden- 
tify them, we stamp an “A” on the head of each 
bolt. It is a mark of quality! The “A” on the 
head enables the customer to identify the bolt you 
sell him as a Bethlehem Bolt. He knows it is 
backed by the facilities and the reputation of an 


organization whose name is a synonym for quality 
in steel and steel products. He knows that he is 
buying quality merchandise. 

Sell them the Bolt with the “A” on the head! 
It will help to create a favorable impression of 
your store, and to lay the foundation for many 
future orders. 


BETHLEHEM STEEL COMPANY, General Offices: Bethlehem, Pa. 


District Offices: New York, Boston, Philadelphia, Baltimore, Washington, 
Atlanta, Pittsburgh, Buffalo, Cleveland, Cincinnati, Detroit, Chicago, St. 
Louis. 

Pacific Coast Distributor: Pacific Coast Steel Corporation, San Francisco, 
Los Angeles, Seattle, Portland, Honolulu. 


Export Distributor: Bethlehem Steel Export Corporation, 25 Broadway, 
New York City. 


BETHLEHEM Botts = Nuts 
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PITTSBURGH: 


(Pittsburgh office of HARDWARE AGE) 
Pittsburgh, Nov. 18. 
NUMBER of hardware jobbers 
A in this district have enjoyed 
a somewhat more satisfactory 
volume of business so far this month 
than was the case in either October or 
September, if seasonal influences are 
discounted. An important contribu- 
tion to volume is being made by fire- 
arms and loaded shells, which have 
been very active. This spurt in busi- 
ness is partly attributable to the fact 
that there was a strong prospect in 
the latter half of October that hunt- 
ing would be prohibited in Pennsyl- 
vania because of the fire hazard, and 
retailers did not stock up as they 
usually do at this time. With the 
opening of the season at the usual 
time most of them placed orders hasti- 
ly, and urgency for shipment was the 
rule. But many dealers have already 
placed supplementary orders, and ac- 
tivity promises to continue over the 
remainder of the month. Business in- 
cludes firearms and hunting clothing 
as well as loaded shells, which runs 
into fairly substantial sales volume. 
Another item which is contributing 
heavily to fall business is the midget 
radio, retailing from $49.50 up. These 
small sets have constituted the bulk of 
sales by many jobbers who also carry 
the full size units in stock, and the 
business would be highly desirable if 
it weren’t for the fact that sales of 
the larger sets are being correspond- 
ingly curtailed. Some jobbers are al- 
ready fearful of being left with a 
large stock of the larger sets at the 
end of the year. The midget sets are 
being sold in many cases to replace 
the older type of battery units, and 
retailers find them much easier to 
move on a cash basis than was the 
case with the more expensive num- 
bers. 


HOLIDAY ITEMS SLOW 


Holiday items are still lagging, and 
jobbers now believe that most dealers 
will wait until after Thanksgiving be- 
fore stocking up. Toys are moving 
in reduced volume for this time of the 
year, but Christmas tree holders are 
now active and lighting outfits are 
moving fairly well. Christmas saving 
account disbursements are fully equal 
to last year, and hardware dealers as 
well as retailers in general are hoping 
that a considerable portion of this 
money will be spent in the holiday 
trade. Most of them believe that less 
expensive items will prove most ac- 
tive and will buy accordingly. Cold 
weather items are moving steadily, 
but not in the volume which might be 
expected to develop with a sudden 





AT A GLANCE 


Some hardware jobbers have 
enjoyed a somewhat more 
satisfactory volume of busi- 
ness, so far this month, than 
in either September or Octo- 
ber. Firearms and loaded 
shells are in excellent demand. 

x * & 


Midget radio sets are a 
lively item. Most holiday lines 
are still lagging. Cold weather 
items are in moderate demand. 

* * * 


Numerous price revisions 
became effective during the 
past week, but most were of a 
minor character. Nail and 
wire prices are easier. 

x ok x 

Industrial conditions in the 
Pittsburgh district have grown 
less satisfactory. Some price 
firmness is indicated in steel 
plates, shapes and bars. Col- 
lections are slow, although 
they have grown no worse. 











drop in temperature. Stoves particu- 
larly are inactive, but business is fair 
in stove pipe and elbows, coal hods 
and shovels, ventilators and kindred 
products. 


PRICE REVISIONS 


Price changes during the week have 
not been important, but fairly numer- 
ous among miscellaneous items. Wire 
prices are lower with four-point cattle 
barbed wire now offered by jobbers at 
$2.55 per 100 lb. spool, and No. 9 gal- 
vanized wire at $2.85. Nails are also 
weaker and, although the market is 
generally quoted at $2.25 per keg, a 
$2.20 price is increasingly common to 
larger users. Shading of discounts on 
bolts is more common, with some job- 
bers freely offering an extra 10 per 
cent. Slight reductions have been 
made in quotations on wood porch 
gates for the coming year, with the 
3-ft. size now offered at $7.80 per doz.; 
the 5-ft. at $9.25 per doz.; the 7-ft. at 
$11 per-doz., and the 9-ft. at'$13 per 
doz. A new line of Casco waterproof 
glue has been taken on by some of the 
jobbers in this district, which sells at 
80c. per doz. for the 10c. size, $3.20 
per doz. for the % lb. size, and $5.20 
per doz. for the 1 lb. size. Quotations 
on linseed oil and turpentine are un- 
changed for the third week, and white 
lead continues at old levels. Prices on 


Business Is More Satisfactory 
Several Minor Price Revisions 


paints and varnishes are well main- 
tained in a quiet market. 


INDUSTRIAL CONDITIONS 


Industrial conditions in western 
Pennsylvania have grown _ steadily 
less satisfactory this month. Led by 
sharp curtailment in steel production, 
reduced activity in other consuming 
lines has become more pronounced, 
and the downward trend is hardly ex- 
pected to be checked before the first 
of the year. Steel ingot production in 
the Pittsburgh district is now at about 
45 per cent of theoretical capacity, the 
lowest level since 1924. Finishing 
mill schedules are also reduced, and 
the present low rate seems to promise 
further curtailment in raw steel out- 
put before complete adjustment is 
achieved. Activity in the Mahoning 
and Shenango Valleys and the Ohio 
River district is even less satisfactory, 
and mills are hard pressed to maintain 
payrolls> at anything approaching 
normal. A more favorable factor in 
the steel situation is the firmer price 
stand which has been taken by the 
leading producer. Effective Nov. 10, 
the Carnegie Steel Co. announced its 
price on new business in plates, shapes 
and bars to be 1.60c. per lb., Pitts- 
burgh, and independent companies 
have followed suit. While this price 
represents no change in the former 
quoted levels, it amounts to an ad- 
vance in many cases on plates and 
shapes, and is also the first stabilizing 
move to be made by a leading pro- 
ducer of heavy steel products in more 
than a year. It also indicates that 
steel companies are determined to 
check the declining price average be- 
for the first of the year, and may do 
a great deal to improve the buying 
confidence of consumers who were 
hindered in making future commit- 
ments by unstabilized prices. 


UNEMPLOYMENT 


Relief measures on the part of the 
city have improved the employment 
situation since the first of the month, 
but the most serious problem is not 
total unemployment. Interrupted 
working schedules and reduced pay 
are far more important and, with 
many industries running on a two or 
three-day week schedules, the buying 
power is cut in half. There have also 
been sharp reductions in salaried pay- 
roll employees who have particular 
difficulty in finding aid from relief 
measures as sponsored by city and 
State agencies. Collections are slow, 
but are better than they were during 
midsummer, and no further tighten- 
ing has been noticed this month as 
compared to October. 
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COLUMBIAN 
RAINBOW 


As sure as the rainbow indicates dry weather, 
so also does Columbian Tape-Marked mean dry 
or Waterproofed Rope. Columbian has set its 
colors of red, white and blue over every stormy 
horizon and no longer need the rope user fear for 
his cordage in any kind of weather if the rope he 
is using is Columbian Tape-Marked. 


Every length of Guaranteed Columbian Rope 
is sealed against the destructive action of the ele- 
ments by the special Columbian method of water- 
proofing. This same method also keeps the rope 
flexible even when it is wet and renders it proof 
against deterioration from rot. 


What a rope for dealers to sell their customers! 
What great advantages of handling Columbian, 
the rope of individual characteristics! Compare 
these features with any other rope on the market; 


Columbian is a perfectly balanced rope. 


It is positively Guaranteed by the famous red, white 
and blue Tape-Marker. 


It is Waterproofed. 

It is flexible, wet or dry. 

It is durable and possesses excessive strength. 

It is rot-proof. 

It is made in the world’s most modern cordage mills. 


It is well advertised and is distributed by leading 
jobbers throughout this country. 


All Columbian Tape-Marked Rope, 3% inches and 
larger in diameter is instantly identified by the 
red and blue surface markers. 


There is a Columbian jobber near you. Write for 
his name and address. 


COLUMBIAN ROPE COMPANY 


Auburn, N. Y., ‘‘The Cordage City’’ 


New York Chicago 


Branches: 


COLUMBIAN ::ROPE 


Boston 


New Orleans Philadelphia 
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CHICAGO: 


(Chicago office of HARDWARE AGE) 


CHIcAGo, Nov. 18. 
ITH the off-year election ex- 
\ \ citement well out of the way 
and Thanksgiving near at 
hand, the hardware trade is steadily 
swinging into position for its annual 
holiday campaign. As the good-volume 
months approach the retailer at large 
finds himself in a safer and safer sit- 
uation; the number of hardware fail- 
ures is lessening. October was a good 
wholesale collection month, partly be- 
cause of the regular datings; there is 
a slight improvement in the number 
of delinquencies. Discounters, as 
usual, are meeting their obligations 
promptly and profitably. Wholesale 
outstandings are much less than last 
year; this improvement, not so real 
as apparent, is attributed to a com- 
bination of increased caution and re- 
duced volume. 


CREDIT SITUATION 


Nevertheless credit men declare the 
hardware merchant is in better condi- 
tion than the average dealer in other 
lines. He is paying as he goes and 
retail stocks are still low. Though this 
situation is not calculated to induce 
buying, it does place the hardware 
man in a position of relative security 
from which he can “take off” at once 
as soon as he thinks the trade winds 
are definitely in his favor. In this re- 
spect the present depression is much 
less depressive than former periods of 
stringency when, as a rule, jams of 
accumulated indebtedness and frozen 
assets had to be slowly and painfully 
cleared away before progress could 
be resumed. With money in the banks 
and slender reserves of merchandise, 
there is nothing to block resumption 
of business save the mental hazard 
which, however, is recognized by all 
observers as an indisputable reality. 


GLASS SUBSTITUTES 


Glass substitutes are booming. De- 
mand is far ahead of 1929, when it 
was good. Both the wire-reinforced 
and waxed cloth varieties are sharing 
the benefit of this buying streak. 
These substitutes pass the ultra-violet 
rays and many dealers who stock and 
display them, especially if they do 
business in rural or semi-rural sec- 
tions, are rewarded with good and 
growing volume. They are used chief- 
ly for sun-lighting poultry houses, 
garages, hot-beds, cold-frames, small 
conservatories and similar detached 
structures, In the poultry industry 
they are getting to be particularly 
popular. This industry, which always 





AT A GLANCE 


Improvement is apparent in 
both the current volume and 
in the credit situation. Whole- 
sale outstanding accounts are 
smaller than at this time last 


year. 
* 


Credit men declare that 
hardware merchants are rela- 
tively in better financial shape 
than most dealers in other 
lines of merchandise. Glass 
substitutes are very active. 


se he se 
* 7 *s 


Pocket knives are in better 
demand. Wood screw prices 
are being well maintained and 
no price revisions appear im- 
minent. Electric clocks are 
selling briskly. 


* * * 


Rubber covered wire is sell- 
ing at a record low price. 
Minor advances are. effective 
on auto tires and_ tubes. 
Future orders for spring 
goods are being received in 
fair volume. 











responds to the dictates of public 
economy and thrift, seems likely to 
be a big consumer of glass substitutes 
for a long period to come. 


WOOD SCREWS AND CUTLERY 


Prices on wood screws have held 
steady for many months and manufac- 
turers expect no early change; sales 
volume has been reduced both in mer- 
chant distribution and industrial de- 
mand; hence manufacturing overhead 
remains high; largely on account of 
the lack of inquiries that might lead 
to heavy orders there is no influence 
whatever in favor of price conces- 
sions. For the past fortnight or so 
the pocket-knife business has been 
picking up materially; popularly 


Slight Improvement Is Noted 
Collections Have Better Status 


priced numbers that sell at 50c., 75c. 
and $1 are in good demand. Cutlery 
figures show no current changes. Elec- 
tric clocks for the dresser and mantel 
are selling well; electric alarm clocks, 
especially, are in high favor. 


ELECTRICAL GOODS 


Good grades of electrical household 
appliances are showing’ greater 
strength; for a good many weeks their 
volume had been suffering from poor 
demand; the improvement, of course, 
is largely attributable to the oncoming 
holidays. Demand for incandescent 
lamps is strong. No. 14 rubber-cov- 
ered wire is now selling to the dealer 
in 1000-ft. lots at $4.70, the lowest 
price known in the history of the elec- 
trical trade; barring recent months, 
this price is even lower than jobbers’ 
cost on such goods has ever been. 
Extremely competitive conditions 
among the makers of rubber-covered 
wire and the weakness of the copper 
market combine to make such a figure 
possible; rubber, however, is stiffen- 


ing. 


AUTO TIRES AND RADIO 


Some of the standard tiré com- 
panies have announced slight advances 
in tire and tube prices, varying from 
2% per cent to more than 5 per cent 
over the whole range of sizes. Radio 
sales are holding up well, especially 
with respect to the midget models. 


SHELLS ARE ACTIVE 


The opening of the rabbit, quail and 
pheasant season, along with improved 
weather conditions for duck shooting, 
has quickened the demand for shot 
shells. Despite a satisfactory volume 
of advance buying, retail ammunition 
stocks are low; hence the fill-in busi- 
ness, as the season tapers toward the 
close, is expected to be unusually 
good. Jobbing stocks, though also low, 
are well assorted and should be suf- 
ficient to meet the demand. 


SPRING MERCHANDISE 


Orders for spring delivery on steel 
goods, garden tools, fertilizer, lawn 
seed, hose and accessories are regis- 
tering in fair volume, which, however, 
is not quite up to that of last year; 
yet, considering conditions, the differ- 
ence is not nearly so wide as a thor- 
oughgoing pessimist might have pre- 
dicted. Speaking of pessimism, it 
seems to be gradually subsiding. In 
general, hardware morale is higher 
than it was a month ago. 
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Bakelite Molded Door 
Knobs made by 
National Brass Co., 
Grand Rapids, Mich. 





HUNDREDS OF HARDWARE DEALERS 
ARE SELLING BAKELITE MOLDED DOOR KNOBS 


Sales of Bakelite Molded door knobs continue to and the color is in the material, and cannot rub 
increase. As the merit and fine appearance ofthese off or peel. They are corrosion and stain-proof. 
knobs become better known the demand for them — Standard colors and finishés are a brown knurled 
will multiply, and hardware dealers who stock walnut, a lustrous jet black, and a dull black. The 


and display them will reap the benefit. brown knobs are particularly attractive with dark 
Bakelite Molded doorknobs have a quality appear- woodwork —oak, walnut or mahogany. Write to 
ance, but are inexpensive. The hard, lustrous sur- us for full particulars about Bakelite Molded knob 


face resists wear, remains bright and new through sets, including roses and key escutcheons, and 


years of continuous service. The knobs are solid = ask to see samples. 


BAKELITE CORPORATION, 247 Park Avenue, New York. CHICAGO OFFICE, 635 West 22nd Street 
BAKELITE CORPORATION OF CANADA, LIMITED, 163 Dufferin Street, Toronto, Ontario 









BAK 


REGISTERED 


tol “B” is the numerical sign for infinity, oF yal yenbokzs he 


ed Trode Mark ond Symbol shown moy be used only on products 
ainh Mubtlel Ul pilates bos tne at euains Comes 's products” 


ante teab eee actured by Bakelite Corporation. Under the copr 


THE MATERIAL OF A*THOUSAND USES 
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MEMPHIS: 


MEMPHIS, Nov. 18. 
ECENT rains and cooler tem- 
R peratures have continued. This 
has proved rather beneficial to 
the retail hardware stores, more par- 
ticularly in the stove and heating 
goods lines. Many fine window dis- 
plays are on view here of stoves and 
furnaces, fire tongs and shovels and 
special heating equipment. The ad- 
vent of natural gas recently in Mem- 
phis and similar efforts at introduc- 
tion in a number of west Tennessee 
and north Mississippi towns is adding 
variety and stimulating interest in 
various kinds of gas cooking and heat- 
ing devices. The gas franchises have 
been granted in some of the west 
Tennessee towns already and are 
pending in others. The gas comes 
from the Louisiana fields. Memphis 
has enjoyed it for several months. 
Some of the hotels have been 
equipped for its use. Jackson, Miss., 
is in the midst of a gas well exploita- 
tion of its own. 


ACTIVE MERCHANDISE 


Hardware stores in Memphis also 
show fine displays in cutlery, alumi- 
numware, and in the latter some joint 
campaigns are in evidence among lo- 
cal dealers in printed announcements. 
Firearms and sporting goods and elec- 
trical goods also share in attention to 
a considerable extent. The autumn 
season has produced good sales. In 
the country towns of west Tennessee 
the hardware stores handle this class 
of goods without any local competi- 
tion and most of their window displays 
portray the lines. The dairy interests 
in local territory have met the baf- 
fling problems that arose since the 
drouth, received financial help and 
considerable dairy equipment is mov- 
ing through the hardware stores. The 
expansion in the newly annexed sec- 
tions of the city and the modernizing 
of some of the electric ways in the 
uptown section have provoked much 
interest and effected a very good de- 
mand for electrical goods. Paints, 
varnish, lacquers, also handled in the 
hardware stores, are moving quite 
well. The decorative touch in the sea- 
son is strong here. 


EMPLOYMENT CONDITIONS 


The Memphis Chamber of Com- 
merce, R. L. Jordan, president, re- 
cently called a meeting of the heads 
of civic clubs and commercial bodies 
to foster more liberal buying and 
more general employment and this 
has already had effect, though unem- 
ployment has not been so very marked 
in Memphis. During the autumn sea- 





AT A GLANCE 


Recent rains and cooler tem- 
peratures have continued and 
this has aided trade in this 
territory. Heating stoves and 
stove goods are active. 

* * * 

The advent of natural gas 
in Memphis and efforts to in- 
troduce it in several nearby 
sections, has stimulated inter- 
est in gas cooking stoves and 
heating devices. 

* * * 

Among the most active items 
on current orders, cutlery, 
aluminum ware, firearms, 
sporting goods and electrical 
appliances are foremost. Dairy 
supplies and paints are also in 
excellent demand. 

x * x 

Unemployment has not been 
serious locally. 2,000 men 
were recently put back to work 
in wood-working plants and 
other additions are probable 
in the near future. 











son approximately 2000 men were put 
back to work at wood-working plants 
in the auto trade here. Other addi- 
tions are probable in November and 
December. The Memphis branch of 
the Ford Motor Co. and the Fisher 
Body Co. are the two concerns al- 
luded to. 

The builders’ hardware trade is not 
conspicuously active but is fair. Build- 
ing figures for 1930 are showing up 
very well. Much of the construction 
is in brick and concrete. 


SEASONAL GOODS 


The trade in roofing has been very 
good all autumn. Radio sales also 
continue good but handled also by 
many exclusive radio stores. Harness 
and saddlery trade is still very quiet 
and local factories not very active. 
Thanksgiving ahead has brought some 
good business in chinaware, glass- 
ware and crockery. 


CHRISTMAS PARADE 


Memphians are already looking 
ahead to the Spirit of Christmas pa- 
rade to be staged on Main Street the 
night of Nov. 26. There will be forty 
or more typical floats presented by va- 
rious lines of mercantile firms, depart- 
ment stores, the railways, the leather 


Weather Has Aided Business 


Improvement Seems Assured 


trade and utilities. The lights of the 
Great White Way will be supple- 
mented with 2500 varied colored lights 
on the Columbia tower. There will be 
a bugle corps and several bands and 
marching civic and muncipal represen- 
tation. Santa Claus himself making 
his preliminary campaign will arrive 
this year by airplane rather than by 
steamer as in former years. His rein- 
deer and sleigh, however, will not be 
missing but will appear on one of the 
floats. 


WHOLESALE HARDWARE 


In the wholesale hardware trade 
business is reported to have improved 
slightly during the last two weeks; 
it is still below normal. In the Delta 
conditions are backward because of 
cotton prices, though there is a little 
betterment in the last few days. In 
the lumber sections it is also back- 
ward, and while the dairymen have 
recovered from the drouth, the lines 
of trade in the dairying sections are 
still feeling the after effects. General 
business with more attention to it is 
more live since the election. It was 
the all-absorbing theme in Tennessee 
for weeks prior. It is too early to 
forecast the new year, but a steady 
improvement for the remainder of 
1930 seems reasonably assured. Small 
articles and necessary articles are 
sure to see a very brisk demand in 
this market, retailers think. 


Men Paid Higher Than 
Women in Retail Stores 


Girls working in 5 and 10 cent stores 
receive on an average $12 a week, 7 
per cent of them earning $18 and 25 
per cent less than $10 weekly, says 
the current Retail Trade Bulletin of 
the Alexander Hamilton Institute. 
In one of the country’s leading stores, 
employing some 3000 persons, less 
than 2 per cent receive more than 
$5,000 a year and nearly 70 per cent 
less than $25 a week. 

That the prevailing rates of pay- 
ment to employees of retail stores 
are quite low is evident from an 
analysis of a recent census report 
showing that the average income per 
individual, including executive and all 
other employees, amounts to only a 
little more than $25 a week. 

Men receive higher pay _ than 
women. In a group of thirty-two de- 
partment stores the average weekly 
wage for men is $26.17, for women 
$16.13. In these stores nearly 10 per 
cent of the men and 40 per cent of the 
women receive less than $15 a week. 
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You might 
as well earry 
the best 


‘toe difference in satisfaction is 
so great to you and to your customers between 
Clinton Poultry Nettings and those made without 
the same meticulous care, it is inconceivable that 
you carry any netting but the best. Clinton Net- 
tings are galvanized in the most approved fashion, 
the wire runs true to gauge, the meshes are uni- 
form. Be sure the next stock you order in is of 


this excellent brand. 


AMERICAN WirE Fasrics CORPORATION 
Subsidiary of 
WICKWIRE SPENCER STEEL COMPANY 


General Office: 41 East 42nd St., New York City 
Mid-Western Sales Office: 208 So. La Salle St., Chicago, Ill. 
Western Sales Office: 144 Townsend St., San Francisco, Cal. 

Worcester Buffalo Los Angeles Cleveland Seattle 


CLINTON POULTRY 
Y NETTINGS VY 


Products for the Hardware Store: 


Poultry Netting Nails and Brads Wire Cloth Line 
Hardware Cloth Perfection Door Springs Window Screen Cloth 
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LOS ANGELES 


Los ANGELES, CAL. 


USINESS conditions in Los 
B Angeles and southern Califor- 
nia have apparently passed the 
low point of our current depression. 
Improvement from now on will be 
largely what executive leaders make 
it. Intelligent salesmanship coupled 
with dealer helps to the distributor, 
and more courteous attention to cus- 
tomer requirements would produce 
splendid results as demonstrated by 
many local establishments. 


BUILDING PERMITS 


Building permits were lower in 
valuation than in September, but 
quite a bit higher in both value and 
number than in October, 1929. Bank 
debits strengthened somewhat over 
September. The Employment Index 
fell off almost 2 points, but the record 
of the last four months shows a 
definite stabilization of general em- 
ployment. 


INDUSTRIAL ACTIVITY 


The wearing apparel industry is 
working on volume orders; the mil- 


linery industry is having one of the 
regular dull seasonal periods between 
fall and spring buying. The furni- 
ture industry is keeping busy on cur- 
rent orders with conditions steadily 
improving. Motion pictures are work- 
ing on large programs entailing large 
employment and expenditures. Min- 
ing, throughout the Western States, is 
active on other metals than copper, 
but curtailing production in copper 
because of the low market price and 
slight demand. 


OTHER INDICATORS 


Postal receipts were up slightly 
over the same month in 1929 and con- 
siderably higher than in September; 
Stock Exchange transactions were 
higher than in September by a million 
and a half dollars. Petroleum is still 
maintaining voluntary curtailment of 
production. 


EMPLOYMENT 


With five increases and five de- 
creases, the Chamber of Commerce in- 
dex of industrial employment showed 
a slight falling off of two points from 
last month’s figure. 


Low Point Is Apparently Passed 
¢ Industrial Activity Is On Increase 


Since the low point of June, the 
variation in the index has been only 
two points over a period of four 
months, indicating a definite stabili- 
zation at about the present level. 


RETAIL SALES 


The months of September and Oc- 
tober show a very marked increase in 
retail buying in many lines over 
earlier parts of the year, and 1930 
will likely close with a volume almost 
equal to that of 1929. Seasonal im- 
provement is anticipated for the next 
two months. 


WHOLESALE PRICE TRENDS 


Commodity prices which registered 
around 97.7 a year ago, dropped 
gradually throughout the year to a 
low of 84 during August, at which 
point prices seem to hold or even 
show periodic improvement. Stocks 
on shelves of retailers are exceedingly 
low. Demand for holiday merchan- 
dise is likely to be abrupt and will 
call .for prompt acknowledgment 
with quick delivery—Los Angeles 
Chamber of Commerce. 





ARIZO 


PHOENIX, ARIZ. 


HE cotton crop is better than 

was indicated a month ago, the 
Government forecase now being 
165,000 bales. There is a shortage 
of cotton pickers but a surplus of 
labor in other lines. Prospects for 
the early lettuce crop are better than 
usual. A good stand and but little 
damage from insects is reported. 
Grapefruit is being harvested and 
shipments will increase. The crop of 
grapefruit and oranges is fully up to 
the Arizona standard of quality, and 
because of new areas coming into 
bearing the total volume of shipments 
will set a new record. The date crop 
is expected to total 75,000 pounds. 
Plantings of alfalfa this fall will be 


Agricultural Conditions Show Betterment 
$ Trade In Builders’ Supplies Is Slow 


materially larger than for several 
years, particularly in the non-cotton 
zone. In that section, an increase of 
dairy herds is planned. At least two 
carloads of dairy cattle have already 
arrived. 


CONSTRUCTION 


There is little if any increase in 
building. Some hope that lower prices 
of building material may become.a 
factor in stimulating the building of 
houses is expressed. The City Com- 


‘mission of Phoenix hopes to award 


contracts for the water and sewer 
systems in December, about $3,000,000. 
Phoenix schools registered an opening 
enrollment increase of 2% per cent. 


Registration of voters has also in- 
creased. Another indication of a 
growth of population is in water serv- 
ices, which have increased nearly 3 per 
cent. Lumber and builders’ supplies 
business remains at a low level. Some 
encouragement is seen in the auto- 
mobile business, with stocks on hand 
being reduced. 


COPPER MINING 


Copper prices have again been 
lowered. Many producers, however, 
have refused to sell at the low price. 

M. E. BEmIs, 
Agricultural and 
Industrial Secretary, 
Phoenix Chamber of Commerce. 





Tinware and Tin Can Shipments 
Show 15% Increase In Report 


Information gathered in the census of 
manufactures this year discloses that the 
total value of tin cans and other tinware 
shipped or delivered in 1929, by manu- 
facturers primarily engaged in the pro- 
duction of such commodities, amounted 
to $284,288,513, according to the Bureau 
of the Census. 


This figure represents an increase of 
15 per cent, as compared with $247,132,- 
963 reported for 1927, the last preceding 
census year. The 1929 total is made up 
as follows: Hole-top cans, including cans 
for condensed and evaporated milk, $25,- 
855,002; sanitary cans, $125,983,625; gen- 
eral-line cans and packages, $118,469,914; 
ice cream cans, $1,188,818; milk cans, 
$3,308,578; stamped tinware, $4,229,157; 
other tinware, $5,253,419. 


This industry embraces establishments 
engaged primarily in the manufacture 
from tinplate of hole-top, sanitary and 
general-line cans and packages, ice cream 
and milk cans, pails, boxes, house- 
hold and cooking utensils, and cabinet 
and other tinware. The industry also 
includes the tin can plants, which are 
operated as departments of establishments 
which manufacture tin cans for use as 
containers for their own products. 
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It's DESIGN that sells 


A master designer adds 
the Bradford (BL) to the 
Sargent line of popular 


commercial designs 


THE Bradford is sure of a warm welcome from those interested 
in hardware of moderate price. In the Colonial or George III 
style, it is beautifully made and finished. 

This new BL, like other designs in this class of Sargent 
Hardware, is intended for use in houses equipped from the 
dealer’s stock. Its unusual beauty gives it value far above its 
price class and offers remarkable opportunities for profit. Made 
of solid brass or bronze, and also in steel for those needing to 
give special attention to price. Slender but long enough to 
permit the screws to hold firmly in the thicker wood above and 
below the mortise for the lock. With metal or glass knobs. 

The Bradford, in design, material and workmanship, will add 
to the well-known Sargent reputation of high quality extending 
to complete hardware equipment for every type of building. 
The leading hardware jobbers are distributors of Sargent prod- 
ucts. Sargent & Company, New Haven, Connecticut; 94 Centre 
Street, New York City; 150 North Wacker Drive (at Randolph), 
Chicago, Illinois. 


FOR INFORMATION REGARDING THESE 
GOODS CONSULT YOUR WHOLESALER 


SARGENT 


OC KS AN D HARDWARE 
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BOSTON 


(Boston office of HARDWARE AGE) 
Boston, Nov. 18. 
URTHER expansion in jobbers’ 
KF sales is reported, but the fact 
remains that business is not 
what is usually is at this time of the 
year. Possibly the most encouraging 
recent development in business is the 
increased interest shown by retailers 
in such goods as sleds, hockey sticks, 
wood and metal snow shovels and toys, 
goods which until now have been dis- 
turbingly quiet. Sales of carving sets 
for pre-Thanksgiving resale have been 
only fair at best, and distributors say 
that if radio sales break even with a 
month ago they will consider them- 
selves very lucky. 

The fact is and has been that retail 
dealers are confining purchases very 
largely to current needs because of 
the uncertainty of future business and 
because they realize that jobbers’ 
stocks are sufficiently large to insure 
delivery of merchandise later in 1930 
or whenever it is required. Such 
merchandise as oil heaters, axes, ash 
sifts, anti-freeze fluid for automobile 
radiators, stove pipe, metal bushel 
baskets used by many for handling 
toal, kitchen accessories, ironing 
boards and tables, furnace scoops, car- 
pet sweepers, cocoa mats, floor wax, 
letter boxes, combination screen and 
storm doors, and, in fact, things that 
are necessary at the moment are up- 
permost in the retailer’s mind. 


MASSACHUSETTS BANS TRAPS 


The vote of the people at the recent 
State election favored the law sub- 
mitted to ban the use of steel game 
traps in the State of Massachusetts. 
It therefore behooves hardware deal- 
ers and jobbers to dispose of their 
stocks before the law becomes effec- 
tive. Efforts will probably be made to 
have the law rescinded or modified. It 
is said that unless steps are taken to 
head off the proposed legislation of a 
similar nature in Maine; New Hamp- 
shire, Vermont, Rhode Island and 
Connecticut, that a like situation may 
also be faced by the hardware trade in 
those States. 

Rolled roofing sales have come 
ahead quite rapidly since a week ago, 
and it is quite evident that retail 
stocks are excessively low. Business 
in window glass likewise is better than 
it has been in some time, although by 
no means brisk. Since Massachusetts 
voters overwhelmingly voted to elim- 
inate that State’s Baby Volstead Act 
demand for kegs of every capacity has 
picked up noticeably. 


GOOD PAYMENTS MADE 


The number of checks received by 
shelf hardware jobbers between Nov. 1 





AT A GLANCE 


Winter goods showing more 
signs of life. 
+ 2 


Steel game traps are banned 
in Massachusetts. 


* * 
Encouraging signs have 
shown themselves the past 


week. 











and Nov. 10 was gratifying. They were 
signed, however, by those ‘retail deal- 
ers who have always made it a prac- 
tice to discount their bills. With the 
rank and file of the retail trade the 
credit situation is still far from sat- 
isfactory. 

Sluggish credit cannot be pinned on 
the retail hardware dealer alone, 
however. People of large and mod- 
erate means who have seen the face 
value of their investments gradually 
melt away, and who, perhaps, have had 
dividends on investments materially 
cut or entirely eliminated, naturally 
feel quite poor. In addition, the legion 
of so-called white collar workers, from 
those in the highest business positions 
down to the common clerk, have fear 
in their hearts that the job is inse- 
cure; that they may be forced to join 
the army of unoccupied at any time. 

Naturally these groups of people, 
usually classified as among the freest 
spenders, are not letting a cent get 
out of the old pocketbook unless it is 
absolutely necessary. That cautious- 
ness permeates in all walks of life is 
reflected in all retail trades. It is not 
to be wondered then that the general 
credit situation is not all that could 
be desired. A stronger stock market 
unquestionably would help a lot, and 
possibly a great deal. 


ENCOURAGING SIGNS 


Encouraging signs have shown 
themselves during the past week. The 
decline in raw copper, a basic metal, 
has been not only checked, but the 
market for it is %c. a pound higher. 
Leading makers of bare copper wire 
have advanced prices %c. a pound, 
and of waterproof copper wire %c., 
while makers of brass have boosted 
prices %c. a pound. Further, these 
manufacturers have temporarily with- 
drawn from the market, so great has 
been demand for their products. 

While there is little statistically to 
warrant any material advance in 
crude rubber prices, they have been 


Further Expansion in Jobbers’ Sales— 
$ Collections Have Shown Betterment 


much more stable of late and with 
their action has come a better de- 
mand from consumers. Cotton sheets 
and pillow cases are actually in keen 
demand, while the large users of cot- 
ton yarns are contracting for supplies 
at least six months ahead. 

The Hygrade Lamp Co., Salem, 
Mass., has 1400 on its payroll today, a 
new high record, and numerous other 
New England manufacturing con- 
cerns and shops are increasing their 
working forces. There are, to be sure, 
plenty of disquieting things happening 
almost every day in trade circles, but 
it does seem as though we had reached 
and possibly passed the low point in 
the business depression. 


SCREENS AND DOORS LOWER 


Jobbers have received new price 
lists for 1931 from manufacturers of 
screens and screen doors, which show 
a slight reduction. No word has been 
had from the manufacturers of wire 
cloth regarding 1931 lists. List prices 
on competitive brands of grass seed 
for 1931 delivery have been advanced 
$2 per 100 pounds, and on regular 
brands $5. In contrast, copper tack 
prices have been reduced about 10 per 
cent, but in view of recent develop- 
ments in the copper metal market 
current tack quotations probably will 
not hold long. Christmas tree goods 
prices are by no means reliable be- 
cause nearly everybody is quoting dif- 
ferent figures. 

If, as the action of some raw ma- 
terials suggests, fundamental prices 
have hit bottom and their next move- 
ment is upward, the retail hardware 
dealer can rest assured the hardware 
manufacturers will not continue to sel 
on their present price levels. 


SPENDERS WILL COME 


Someone has figured it out that 
within the next few weeks 9,000,000 de- 
positors throughout the United States 
will receive between $600,000,000 and 
$700,000,000 in Christmas club savings 
checks. Just how this stupendous 
sum was arrived at is not made clear, 
but if banks outside have as many 
Christmas club members in proportion 
as they have inside Massachusetts, 
there is little doubt but what $700,- 
000,000 will be handed over to depos- 
itors shortly. 

Spending only a portion of that 
$700,000,000 should stimulate spend- 
ing by non-members of Christmas 
clubs. That there are many non-mem- 
bers with plenty of ready cash is at- 
tested by statements issued from time 
to time by savings banks. All that is 
needed to open up the old pursestrings 
is a little confidence in the country, 
the State and the job. 
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There always is a 


market for 


TRIMO 


Wrenches 





N? TOOL can take the place of the 
pipe wrench and no pipe wrench 
can offer quite the same strength and 
ease of operation that the all-steel 
TRIMO has to offer. 


As long as there are pipes to be turned 
and men who want to save time and 
trouble in turning them, you will find 
a steady market for TRIMO wrenches. 


TRIMO has been a steady profit- 
able hardware staple for more than 
forty years. There is always a mar- 
ket for this fine all - steel wrench. 


TRIMO 


Pipe Wrench 


DROP FORGED HANDLE — 
REPLACEABLE INSERT JAWS 
































Made by TRIMONT MFG. CO., INC., Roxbury (Boston), Mass. 
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TWIN CITIES 


(Minneapolis office of HARDWARE AGE) 


Minneapolis, Nov. 18. 


\ X YITH Thanksgiving Day ap- 
proaching in the very near 
future, and with the other 

end of the year holidays following 
closely, interest in seasonal merchan- 
dise is showing some signs of increas- 
ing. Dealers are ordering steadily 
merchandise for this time of the year, 
but there is nothing like a rush for 
holiday goods. Just a steady and a 
fairly good demand, considering all 
conditions. As a matter of fact, the 
retail demand or the buying by con- 
sumers of holiday merchandise does 
not actually show much activity until 
after Thanksgiving Day any year, and 
this year is no exception. The public 
begins to actually think of Christmas 
when the festal holiday is in the back- 
ground, and begins the annual rounds 
ot the stores for Yule presents. 


GENERAL CONDITIONS 


In this section of the country there 
is a concerted movement to comply 
with the request of the national gov- 
ernment, and encourage home owners 
and other property owners to repair 
and paint up their properties, in this 
way aiding in the employment of 
many men who are out of work at the 
present time. Investigations have 
shown that this situation as to unem- 
ployment is not as great here in the 
Northwest as it is in many other sec- 
tions of the country, but the problem 
is greater than in normal years, and 
definite efforts are being made to im- 
prove it. It is as true this year as in 
others that this agricultural territory 
is in better condition as to employ- 
ment than sections where manufactur- 
ing is the main industry. But at the 
same time public work is being pro- 
jected which will be a definite aid in 
this direction. In other reports, the 
fact that road work and work on pub- 
lic buildings is being urged, were men- 
tioned as having definite further- 
ance in the letting of road building 
contracts in many of the Northwest 
States. Clearing the roads of snow, 
when it comes, will give employment 
to hundreds of men. This work is 
greatly enlarged with the increase of 
improved roads during the past year. 


TRADE SENTIMENT 


Wholesalers and their field men are 
making a persistent effort to book or- 
ders and to counteract any talk of de- 
pression wherever it is found. This is 





AT A GLANCE 
Seasonal merchandise is in 
somewhat better demand. 


The local campaign to en- 
courage repairs and painting 
among property owners has 
aided trade. 
* * & 
Unemployment is declared 
not as great in the Northwest 
as in most other sections of the 
country. Public projects are 
planned to provide further 
work, 
* # & 
Collections are fairly satis- 
factory. A better demand is 
noted for tools. Prices are 
firm, showing but few minor 
revisions recently. 











sure to have a good effect, which may 
not show in greatly increased orders 
at the present time, but will produce 
results with the turn of the year. 

The collection situation still drags 
in some lines, although the general re- 
port from jobbers seems to show a 
fairly satisfactory volume, always tak- 
ing into consideration that backward 
conditions have been produced by the 
low prices offered for farm products. 
The heavy selling season for poultry 
is starting, with prices, very favorable 
for the consumer, if not for the pro- 
ducer. However, this industry has 
grown rapidly in the Northwest dur- 
ing the past few years, and flocks of 
turkeys, chickens and geese and ducks 
are much larger and more numerous 
than formerly and with their sale 
should release buying power which 
merits real consideration. Doubtless 
it will also help in the collections in 
many of the communities where poul- 
try raising is favored. 


LIVE STOCK ACTIVITY 


More stock is being fed for the 
markets in this territory than be- 
fore, and thousands of head of sheep 
and cattle have been shipped into 
western North and South Dakota for 
preparation for the markets this fall. 
This stock has come from Montana 
and other States west, where provi- 
sions for feeding have largely failed 
this year, to the advantage of the own- 
ers, and also greatly to the advantage 
of the Dakotans, who have the hay 
and grain crops to feed. It also has 


Seasonal Goods Are More Active 
+ Credit Situation Fairly Satisfactory 


the advantage of moving the stock 
toward the greater stock markets for 
final sale. 


TOOL DEMAND BETTER 


Tools which are favored as holiday 
presents are showing some activity, 
although, with other similar items, the 
general feeling seems to be that bet- 
ter movement of these lines will be 
experienced as Christmas nears, Deal- 
ers are beginning to feature many 
items of a holiday nature, with the 
intention of building up the desire for 
this class of merchandise. Possibly 
the continued mild weather has re- 
tarded the sales of late fall and win- 
ter merchandise, but another turn to- 
ward lower temperatures will with- 
out doubt bring a spurt in sales of this 
character. 


ACTIVE MERCHANDISE 


Buying has slowed down on anti- 
freeze solutions for automobile radia- 
tors, which will be immediately im- 
proved with colder weather. Garages 
and service stations are urging the 
servicing of cars for the coming win- 
ter months, with good results. 

Radio continues to show very good 
activity. As stated before, the midget 
sets are gaining rapidly in favor, and 
in some of the retail stores the state- 
ment has been made that they cannot 
be obtained rapidly enough from the 
factories to°meet the demand. 

Electric light bulbs are also begin- 
ning to sell more freely, and other 
electrical appliances for winter use 
are starting to move more actively. 
Heaters have shown a fair volume, 
and electric toasters are going well. 

Dealers are ordering forward skiis, 
skates and other winter sports items, 
although there is apparent a reluct- 
ance to order very heavily until the 
consumer demand starts. Snow shov- 
els and sidewalk scrapers are also 
moving to some extent. 

Dealers who feature toys for the 
holiday trade are making purchases 
on the strength of the perennial de- 
mand for this class of merchandise. 


CURRENT PRICE TREND 


Prices are firm, showing but few 
changes for this week. None of the 
major items has changed, and it 
seems to be generally expected that 
prices will remain about where they 
are for the rest of the year. Prices 
of window screen cloth for the coming 
year are expected soon. 
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Along with KELLY AXES 


Sell G Hammers 
Drop forged high grade steel 


dé 
“Perfect” No. 511144 (16 oz.) 


Polished > =I -—(Ct 


Retails for $1.25 each 






“Falls City” No. 5171%4 (16 oz.) 
Polished 








Retails for $1.00 each Ss 


Tie Up iain’ 
Your Store to “Hand Made” No. nei cia oz.) 


8) Black forge finish Retails for 75c. each 


KELLY PRESTIGE 
and Sell the Full Line 


if 
> 
‘+ ¥ 
ise 


Retails for $1.25 \ a 





“Falls City” Vanadium No. 522114 (16 oz.) 


Polished 






“Falls City” Octagon Neck 


No. 5371% (16 oz.) 
Polished 


Retails for $1.00 rf 


KELLY AXE & TOOL WORKS 
THE AMERICAN FORK & HOE CO. 
CHARLESTON, W. VA. 
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NEW YORK: 


NEw YorK, Nov. 18. 
CTIVITY among. metropolitan 
A wholesalers has _ increased 
slightly influenced largely by a 
better demand for holiday lines, al- 
though the improvement does not re- 
flect the normal expansion of require- 
ments, customary at this season of 
the year. The demand for holiday 
lines is fair, but orders involve small 
quantities, denoting a cautious buying 
attitude on the part of most dealers. 
Contrary to what might be expected 
under present conditions, those deal- 
ers who are in the market for holiday 
goods are not seeking lower priced 
merchandise than in normal times. 
Instead, quality items, for the most 
part, are in demand. 

In addition to other adverse factors, 
warm and otherwise unseasonable 
weather has served to hinder the nor- 
mal expansion of sales in seasonable 
lines and cold weather merchandise in 
particular. As indicated on the few 
occasions this fall, when cold weather 
prevailed for short periods, the de- 
mand increased almost immediately, 
which indicates the generally low con- 
dition of stocks in the hands of deal- 


ers. 
MOST ACTIVE GOODS 


At the present time the following 
items are especially active: Electric 
clocks, cutlery, plated silverware, 
woodworking tools, electrical appli- 
ances, hunting equipment, Boy Scout 
supplies, fireplace fixtures, Christmas 
tree lights, wreaths and electrified 
decorations. Among seasonal lines a 
moderate demand exists for stove 
pipe, coal hods, stove boards, ash sift- 
ers, ash cans and ash can trucks, 
weatherstrip, radiator shields and hu- 
midifiers, oil and electric heaters, fur- 
nace scoops and painting supplies, The 
next cold spell will do much to revive 
the seasonal demand. 


COPPER HIGHER 


After reaching the lowest price 
level to prevail since 1895, raw cop- 
per has advanced one cent per pound 
during the past week. It is now be- 
ing offered at 1lc. per pound, while 
some sales were reported at 11%%4c. for 
domestic delivery. The action of lead- 
ing copper producers in curtailing the 
output of the red metal makes further 
advance appear likely. Some factors 
purchasing for out of town hardware 
jobbers have been buying. heavy 
stocks of some copper products in an- 
ticipation of the firmer prices which 
are now a reality. 


TOYS FAIRLY ACTIVE 


According to toy distributors, the 
consumer demand for toys has started 
to register with dealers. 


This has ac- 





AT A GLANCE 


Activity has increased slight- 
ly due to a better demand for 
holiday lines. Quality items 
are being preferred for gift 
purposes. Warm weather has 
been an adverse factor. 

* * # 

Raw copper prices have 
firmed after reaching the low- 
est level since 1895. Further 
advances appear likely. Cur- 
tailed production may be ex- 
pected to result in still higher 
quotations. 

* * # 

Toys are fairly active, with 
popular priced items in best 
demand. An inexpensive elec- 
tric train is in exceptionally 
good demand. 

x * * 

It is understood that elec- 
trical appliance manufacturers 
intend to offer their 1931 lines 
at the same general price 
levels now in effect. Ad- 
vances are said to be contem- 
plated on some wrought steel 
lines. 











celerated the demand to a minor de- 
gree, although the demand with 
wholesalers is not as brisk as usual at 
this season of the year’ The trend in 
toys seems to be for popular priced 
items. A new electric train to retail 
at $5 has been placed on the market 
and has invoked considerable interest 
in the toy trade. One hardware job- 
ber reported that his allotment has al- 
ready been oversold. _To encourage 
early toy buying on the part of con- 
sumers, most dealers are rushing 
preparations for displaying the line, 
realizing that early displays will pro- 
mote early buying. 


ELECTRICAL GOODS 


Manufacturers of household elec- 
trical appliances intend to offer their 
1931 lines at the same general price 
levels now effective, according to re- 
eent reports. It was explained that 


* qn order to make an impression on 


wholesale buyers, the manufacturers 
contend that a reduction of 10 per 
cent or more would be necessary. This 
would be an unwarranted move, as it 
would bring prices below production 
costs. Some dissatisfaction is being 
expressed over the fact that some 


Business Has Picked Up a Little— 
Weather Retards Seasonal Expansion 


buyers of electrical appliances are 
still withholding their holiday orders. 


CONSTRUCTION 


Contracts awarded for new con- 
struction of all types in the metro- 
politan area of New York during the 
period from Nov. 1 through Nov. 7 
totaled $9,784,000, according to F. W. 
Dodge Corporation. This was at the 
rate of $1,957,000 per business day, 
compared with a daily rate of $3,079,- 
000 for the month of October and of 
$6,026,000 for November, 1929, when 
the contract for the new Empire State 
Building was included. 

The contract record for the first 
week of November, 1930, showed $6,- 
104,300 for residential building; $2,- 
062,300 for public works and utilities; 
and $1,617,400 for nonresidential 
building. 

For the year to date construction 
undertaken in the metropolitan area 
was valued at. $829,483,200, as against 
$1,012,191,500 for the corresponding 
period ended Nov. 8, 1929. 


FUTURE ORDERS 


Jobbers are enthused over a new 
type of fence for lawns and garden 
and expect to book a good volume of 
business in the item for spring deliv- 
ery. The feature of it is that it can 
be taken apart at. the desired length 
or joined together without joints or 
the necessity of splicing or cutting. 
A fair volume of future orders are 
being received for some spring lines. 
Steel goods are responsible for most 
of the activity, although some busi- 
ness has been secured on lawn mow- 
ers, garden hose, etc. 


THE PRICE TREND 


No important changes have been re- 
cently announced by manufacturers, 
but the general tendency is easier in 
most lines. There are some excep- 
tions, of course, and rumors of ad- 
vances in wrought steel items, such as 
butts, T and strap hinges and shelf 
brackets, still persist. Concessions 
are being offered in a few highly com- 
petitive lines. Since the recent ad- 
vance in raw copper, higher prices for 
insulated copper wire and other hard- 
ware items of high copper bearing 
content can be expected. 


COLLECTIONS 


Wholesalers who have been careful 
in extending credit and who largely 
eliminated poor credit before the 
present business depression made its 
advent, declare they are having but 
little difficulty with collections. On 
the other hand, most jobbers register 
complaint over the credit situation, as- 
serting that collections with them are 
slow and rather unsatisfactory. 
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R&S 
O 


Does the Finest Rivet 
Made | 
Cost Too Much? 


Sounds like a foolish question, 
yet some dealers persist in buy- 
ing inferior rivets at a price. 
They fail to consider the in- 
justice they do their own busi- 
ness and that of their customers 
when they sell rivets that are 
not “just right.” Tubular and 
Clinch rivets possess the three 
factors necessary to a perfect 
rivet: they drive easily, clinch 
smoothly, and are not brittle. 
Hence the guarantee of satisfac- 
tion! 


Ofpproved / 


————by the keenest 
buying brains in the country 


The largest 


factory in 


the 


world devoted 
to the manu~ 
facture of 
Jubular ani 


Clinch Rivets 


tne 


cst 
— 
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CINCINNATI: 


(Cincinnati office of HARDWARE AGE) 

CINCINNATI, Nov. 18—While another slight improvement in the demand for 
hardware articles during the first half of this month was noted over the preced- 
ing month, business volume is still behind that of a year ago. In fact, the trade 
generally feels that there is little liklihood of bettering the record of last year. 

The most active items on the present orders are Prestone and denatured 
alcohol. In fact, district wholesale dealers indicate that the present business 
in these items exceeds the total sales of last year. Despite price cutting in some 
districts on denatured alcohol, local dealers are adhering to present quotations 
and are enjoying a fair share of the business. 

A further decline in industrial employment was noted in the October figures. 
This decline was two per cent from September and about eighteen per cent from 
1929. A slight increase, however, has been noted in non-industrial employment, 


but this is not sufficient to offset the recession in other branches of business. 


Frequent complaints over the condition of business are being heard from 
Demand generally in the retail business is reflecting the 


district retailers. 


unemployment situation and the resultant tightness of money. 


Little or no change has been seen in the credit situation. 


indicate that collections are still poor. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. CINCINNATI. 


ANTENNA SUPPLIES 


100-foot coils, 41c.; 75-foot coils, 
c. 

Porcelain insulators, 24%4c. 

Glass insulators, 5c. 

Lightning arresters, 17c. 

Ground rods, 30c. 


BUILDERS’ HARDWARE 


Sash Weights.—Sash weights, $1.90 
per 100. 

Inside Sets.— Square bevel inside 
sets in case lots, $3.75 per doz. 

Butts.—3'™% in. old copper and dull 
brass butts, 15c. per pair in case 
lots; sand blast, brass finished butts, 
19c. per pair in case lots. 


ALCOHOL AND ANTI-FREEZE 


Denatured Alcohol. — 53 gallon 
drums, 50c. per gal.; 5 to 9 drum lots, 
49c. a gal.; 10 drum lots, 48c. a gal. 
Prices subject to charge of $6.00 for 
each drum, to be rebated upon re- 
turn of drum in good condition, 1 
gallon cans, 66c. a gal.; in case lots 
of 10 gallons, 65c. a gal.; in 10 case 
lots, 64c. a gal. 


Eveready Prestone. — In gallon 
lots, $3.80 a gal.; in case lots, $3.60 
a gal. 


FIRE SHOVELS 


No. 80, 52c. each; No. 54, 75c. each; 
No. 56, 85c. each. 
Neverbreak, 16-in., $4.75. 


FLASHLIGHTS 


Tubular—Two baby cell, 68c. each. 

Tubular—Two regular cell, 68c. 
each. 

Miner Head Type.—Two baby cell. 
69c. each; two regular cell, 84c. each; 
three regular cell, $1.11 each. 

Spotlight—Two cell, 84c. each. 

Searchlight—Five cell, $2.92 each. 


FLASHLIGT BATTERIES 
- _ or regular cell, $6.50 per hun- 
red. 


ICE SKATES 


Winslow, No. 38, $1.60 a pair; No. 
3814, $1.50 a pair. 


LANTERNS 


Dietz line, Monarch No. 0, Per 00 a 
doz.; Ruby Globe, $10.00 doz. ; 
Delite, $13.00 a doz.; Little Wizard, 
$8.50 a doz.; Little Giant, $11.00 a 


doz.; Blizzard, No, 2, $13.00 a doz. 
NAILS 


Common wire nails, $2.60 per keg. 





PAINT SUPPLIES 


Ready mixed house paints, $2.75 
per gal.; linseed oil, single barrels, 
$1.04 per gal.; turpentine, in 2 bar- 
rel lots, 48c. per gal.; white and red 
lead in 500 Ib. kegs, 13%c. per Ib., 
less 10 per cent. 


ROLLER SKATES. 


Ball bearing, girls and juveniles, 


$1.32 pair; boys, $1.41 pair; cheaper 
grade, 77c. pair. 
ROOFING 
K. slate, 85-lb., $1.75; light, $1.00; 


medium, $1.35; heavy, $1.60. 
Competition grade, light, 85ce.; me- 
dium, $1.00; heavy, $1.2 
Rosin sheeting, $45. oo. a ton. 


RADIO BATTERIES 


B batteries, No. 2308, -$1.88 apiece; 
full units, $1.75 apiece, No. 10308, 
$2.81 apiece; full units, $2.63 apiece. 
No. 21308, $3.20 apiece; full units, 
$2.97 apiece. 
C batteries, 30c.; 10 units, 28c. 
A batteries, 40c.; 25 units, 35%c. 


RADIO TUBES ‘ 


NX 112A, $2.25; NX 171A, $2.25; 
NX 201A, $1.25; 


222, $4.50; NY 224, $3.30; 2 
$1.75; NY 227, $2.20; NX 230, $2.20; 
NX 231, oo NX 232, $3.30; N 5, 
2.00; NX » $11.00; NX 280, $1.90; 
N 281 $7.25 


The prices are subject to discounts 
of 40 and 10 per cent. 


RUBBISH BURNERS 


No. 1, $8.00 a doz.; No. 2, $11.00 
a doz.; No. 3, $13.20 a doz. 


SCREWS 


Flat head bright screws, 50, 10, and 
10 off list; flat head blued screws, 50, 
10 and 5 off list; round head blued 
screws, 50 and 10 off list; round head 
brass screws, 40 and 5 off list; bright 
wire goods, 85, 20 and 5 off list. 


SLEDS 


Fleetwing, No. 96, $12.35 a doz.; 
No. 100, $16.90 a doz.; No. 200, $18.40 
a doz.; No. 210, $22.40 a doz.; No. 220, 
$24.80 a doz. 

Flexible Flyers, 30 per cent off list. 


STOVE BOARDS 


Paper lined, 24 x 24, $7.00 a doz. 
Wood lined, 24 x 24, $11.65 a doz. 


Mahogany wood lined, 28 x 28, 
$16.00 a doz. 

Walnut wood lined, 28 x 28, $16.00 
a doz. 


District dealers 





Minor Sales Increase Reported 
$ Collections Have Slow Status 


STOVE PIPE 

Security, blue, 28-gage, 6-in., $14.00 
per 100 joints; 26 gage, 6-in., $16.50 
per 100 joints; polished, 28 gage, 
6-in., $20.00 per 100 joints. 

Elbows, blue, 28 gage, 6 in., $1.50 
a = polished, 28 rage, 6-in., $2.25 
a doz. 


STEPLADDERS 


Best grade, 5 foot, $2.55 each; 6 
foot, $3.00 each; 7 foot, $3.55 each; 8 
foot, $4.05 each; 10 foot, $5.05 each; 
12 foot, $6.65 each. 

Competition grade, 3 foot, 5lc. 
each; 4 foot, 68c. each; 5 foot, 85c. 
each; 6 foot, $1.00 each; 7 foot, $1.55 
each; 8 foot, $1.75 each. 


TIRES AND TUBES 


Balloon Tires, Best Grade 
-Ply Balloon Tires 


RONDA 6a cb aga ede vkebantoean 6.18 
CS Ee ee re 6.62 
CE ES eee re ee 6.89 
EOE. iss i.o'vesiesavdanwes<s 7.64 
DESO 5.5.5 vb WaWew ees asamiole 7.95 
NEE, 6. 5:6 og 5 enn neunen 8.31 
Re ne oe ese 8.23 
ae peo Sr 8.51 
EIN 5 5's 0 sis a ewe dla ale ce alee 8.86 
CE 64 ccckavecschade 6ab ee 9.25 
ae ie errr ee 9.61 
IES ie bac ai'h & Klang s <p ep oe Ow 9.92 
EE Sn bc Fen. ork bine Sw hore 10.20 
ENS gs iseidaiah fate bn gin 9 30k 10.24 
eR eee 10.55 
A rr 10.75 
EER Soo sos Ving b vee ekawewe 11.30 
oS | SSSR pee ee 11.58 
EAR cre rer 11.93 
US oss cus Shee 45s 12.32 
High Pressure Tires 
$0n846. 0; 1B. 8. cevikyss s5. os 5.43 
la SS eer eee 8.98 
BOE ER Os hie vcs tec cseusctvewen 9.57 
Tubes—Balloon, Best Grade 
Carton 
of Six 
Net. 
ES sicoe'elsbe owiehe s $1.79 $1.74 
Ere 2.05 2.00 
29x5.00 
oS) Sears ear 1.98 1.93 
29x5.00 
SS eee 2.41 2.36 
BR lees ba o6.0.-d.b-2r0h 2.73 2.68 
29x5.50 


TRELLIS WIRE 
22 in., $3.95-a hundred feet. 


VACUUM BOTTLES 
Competition grade, 1 pint, 6c. 
each; 1 quart, $1.20 each. 
High grade, 1 pint, $1.00 each; 1 
quart, $2.00 each. 
Nickel plated, 1 pint, $1.75 each; 
1 quart, $2.50 each. 


VENTILATORS 

Diamond E, No. $4.00 a’ doz.; 
No. 2, $4.80 a oY o. 8, $5.60 a 
doz.; No. 4, $6.80 a 

Deflector, No. 81, $3.00 a doz.; No. 
117, $4.50 a doz. 

“Continental. Wood Frame Cloth*™ 
Ventilators” — V-836, 2.00; V-923; 


$2.00; V-937, $2.20; -949, $3.75; 
V-959, $4.40; V- 1537, $3.45; V-1549, 
$5.00 per doz. net. 

“Continental Metal Frame Cloth 


Ventilators’’—No. 833, -50; 5 
$2.80; No. 845, $3.75; No. 1137, $3.45; 
. 1145, $4.40; No. 1437, $5.00; No. 
1445, $5.60 per doz. net. 
The company will allow actual 
freight up to 50c. per 100 Ib. on ship- 
ments of six dozen or larger. 


WEATHERSTRIP 


Wood and rubber, No. 1, $17.00 per 
1000 feet; No. 1%, $19.00 per 1000 
feet; No. 2, “$24: per 1000 feet; 
No. 4, $13. 50 per ae feet; No. 7, 
$40. 25 per 1000 feet. 

Wood and felt, “No. 70 and 7 
$18.00 per 1000 feet; No. 71%, $25.25 
ed 1000 feet; No. 75, $41.25 per 1000 


eet. 
Nu Strip, $16.50 per 1000 feet. 
Dust Strip, $28.00 per 1000 feet. 
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From A Recent Editorial 


E. B. GALLAHER 


“The chain store is not the only enemy of the legitimate indepen- 


dent merchant—the gyp manufacturer is even a greater menace. True, the chain 
could not be a serious competitor without the help of a 





certain class of manufacturing pirates, who are playing the 
role of Dr. Jekyll and Mr. Hyde to perfection; but many of 
these same fellows work in other directions also. 

“Tt is not alone in the breaking down of their legitimate 
retail outlets, through selling identical goods to the chains, 


that these manufacturers shine—they are so hungry for business that 7 


they completely forget their morals, if they ever had any, and descend 
to the lowest levels of the meanest gyp by offering their goods 
direct to the alley-rat who does not even know what it is to live 
and let live—whose sole thought is to stab legitimate trade in the 


back in order that he may get his.” 








\ ation. 


The Clover policy has, for a quar- 
ter-century, been to maintain legiti- 
mate jobber-dealer distribution. You do not find us 
selling the jobber’s customer direct, nor cutting the 
ground from under the feet of the retailer by selling 
the gyp and alley-rat at jobber’s prices—yet this is 
the kind of competition we, also, have to meet! 

I ask the thinking merchant, who is trying to build 
for the future, to give this matter his earnest consider- 











Clover Grinding Compounds 
Clover Color-Stripe Abrasive Papers and Cloths 


BOTH REPRESENT FULL VALUES 
BOTH CARRY FULL PROFITS 
They Cost You Nothing to Try 


CLOVER MFG. CO. Norwalk, Conn. 





| Name _ 


E. B. GALLAHER: 
Clover Mfg. Co., Norwalk, Conn. 
You may send me, without obligation: 








| Sample Clover Grease- Mixed Grinding Com- 
___| pound. wigaeS 
| Clover Water-Mixed Valve-Grinding Compound. 








| Green-Stripe Sandpaper. 
| Red-Stripe Turkish Emery Cloth—for polishing. 


Yellow-Stripe Aluminous Oxide Cloth—for cut- 
ting hard metals. The universal shop abrasive. 














Address 


| Character of business 
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Slight Improvement Is Reported 
AT LAN TA: ¢ Optimism Seems to Prevail — 


(Atlanta Office of HARDWARE AGE) 
ATLANTA, Nov. 18. 
USINESS with local hardware jobbing houses has shown a slight improve- 
B ment over the two preceding weeks. Seasonal weather with the approach- 
ing holidays has aided sa’es, but the volume of mercandise moving is 
still far from being what one would call good. 

Optimism, however, seems to be prevalent both with jobbers and dealers 
and it is firmly believed that the trend is now de‘initely and noticeably upward 
toward improvement. It is believed that by Spring unemployment, tight money, 
slack business, slow sales and inability of the public to buy what it wants will 
be fading into the past history. 

Collections are reported to be very slow. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. ATLANTA, GA. 


AMMUNITION COLLAR PADS 
3-1% emington Nitro Club 12 ga. Size 18, Red Edge, Old Gold, $3.90 
sheels, $34.000 per 1000; 3-1 Remington per doz.; size 20. Red Edge, Old Gold, 
Nitro Club 12 ga. shells, $33 23 per $4.20 per doz.; size 22, Red Edge, Old 
1000; 3-1% Remington Shur Shot 12 Gold, $4.50 per doz. 
ga. shells, $30.06 per 1000; 3-1 Rem- F 
ington Shur Shot 12 ga. shells, $29.06 ILES 
per 1000. First quality, list less 59 per cent; 
private brands, less 60-10 per cent. 
AUTO TIRES (MANSFIELD) Second quality, less 75 per cent. 
>. 9. 
29 x 440, $6.18; 29 x 450, $6.82: FENCE WIRE rs 


30 x 450, $6.89; 30 x 500, $8.51; 39 


x 525, $9.92 Rod Roll 


9 30 450, No. 2048 Light yp eee $4. 17 
g1 as oS = 450, $1.28: oi: x 500, 31. 39: No. 2360 Light poultry ........ 4.65 
36 x 525, $1.4 Z No. 2672 Light poultry ........ 5.50 
. No. 1948 Poultry and _ rabbit 
B WIRE EES aes 
BAR PF al 7. £4 58 Poultry and_ rabbit 
. 4 BND Mane nh een osueaeene 5.25 
= — ere ok Nn —— 58 in. Diamond lawn.......... 16.50 
Se LEED: one a bub soa > <n. © 3.30 Per 100 Ft 
ah asesencllarinn 3s tghechiey tag Gomera nae 36 in. double loop lawn....... $11.37 
BACK BANDS AND WEBBING 48 in. double loop lawn....... 14.93 
: ’ Per Doz. | FENCE POSTS 
No. 79 shop hook 5_in cctaces tae $2.75 Each 
J 9 x j or “4 
No. Red shop Nook Sinz...) 300 °| 644 ft. banner painted tine with 


anchor plates .......... $0.43 





gue ig pATSAD) esa SOU Mies e.s cease “ge 71% ft. banner painted line with 
ag Se tae une Gath Gee, she anchor plates .......... 
Bh —O In. AC . 4.00 8 ft. banner painted line with 
OOK cesesecceceeccerceseveces , anchor plates ........... 0.53 
Per 100 71% ft. galvanized tubular end.. 3.50 
: : \ Ft. Roll 8 ft. galvanized tubular end.. 3.70 
No. 0-4 in. BB webbing........ $4.00 714 ft. galvanized tubularcorner 4.90 
No. 0-5 in. “B B webbing........ 5.00 8 ft. galvanized tubular corner 5.25 
No. 1-4 in. B B webbing........ 2.75 
No. 1-5 in. B B webbing........ 3.50 FENCE GATE a 
3% ft. 36 in. ornamental to 
BLOW TORCHFS Each ee, ae err en ‘ $4.50 
No. 32 Clayton and Lambert. 2 3% ft. 42 in. ornamental top 
No. 158 Clayton and Lambert. 3.50 te ny are Ieee 4.75 
10 ft. 36 in. ornamental top 
BROOMS single drive gates........... 9.00 
No. 26, 5 string heavy, $6.00 doz.: 10 ft. 42 in. ornamental top 
—_ i g string, a 50 doz. Split single Grive gates............ 9.50 
rattan ya _—— oroom with han- 
dles, $7.50 d FIRE POKERS 
No. 10%, \4 x 20, 85c. per doz.; No. 
CHAIN 10, 3% x 26, $2.00 per doz. 
No. 110, 5/16 x 14 ft. log chains 
with hook and ring, $2.25 each; No. FIRE SHOVELS 
110, % x 14 ft. log chains with hook No. NF16 Never Break, $4.50 per 
and ring, $3.00 each; No. 110, % x 14 doz.; 20-in. galvanized, 75c. per doz.; 
55.005, — with hook and ring, 20-in. japanned, 75c. per doz. 
0.00 each. 
BD  9- ayes seals. 62c. per pr.; FORKS 
7- race chains 72c. per pr.; 8-10-0 Three tine hay forks with 5 ft. 
trace chains, $1.32 per pr. handles, $9.50 per doz.; 4 tine manure 
No. 1-20 ft. tie out chains, $4.00 forks with 4% ft. handles, $10.80 per 
per doz.; No. 0-30 ft. tie out chains, doz.; 5 tine manure forks with 4% 
$6.00 per doz. ft. handles, $12.50 per doz.; 6 tine 
2/0 tenso well chain, $4.50 per 250 manure forks with 41% ft. handles, 
ft. reel; 2/0 tenso well chain, $9.00 $14.65 per doz.;.10 time cottonseed 
per 500 ft. reel. forks with steel D handies, $25.96 
per doz.; 12 tine cottonseed forks 
nee egypt ized, $4.00 with steel D handles, $30.33 per doz. 
-in. galvanized, m per doz.; - 
18-in. galvanized, $5.00 per doz.; 16- GLASS CUTTERS 
in. japanned, $3.25 per doz.; 18-in. No. 024 Red Devil 50 2 
bien as ce Gn. Pay fe pil ae. $1.50- per doz. 
COAL TONGS PLIERS 
No. 45, $2.50 per doz.; No. 25, $3.59 Per Doz 
per doz.; No. 214, $3.50 per doz. No. H25 Cee Tee 5 in. slip joint = 
SS er a ety SE RT 
COTTON COLLARS No. H26 Cee Tee 6 in. slip joint 
Old Beck, $6.00 per doz. Langford, SS FE ree 2.28 
$10.00 per ‘doz. Langford, Jr., $8.00 No. H28 Cee Tee 8 in. slip joint 5 
per doz. Samson, $13.20 per doz. ‘a ee ee 2 





No. G25 Motor kit 5 in. slip joint 
Me < euseiereer 3.28 


P. 
No. G28 Motor kit 6 in. slip joint “ar 


N. 
No. L26 Thin nose 6in. slip joint 
es 


ROPE (COTTON) 


20 to 26 cents per lb. 36 ft. cut 
plow lines; 22 cents per pr. 


SOLDER 


Per Lb. 
Kester acid core 1 lb. spools... $0.52 
Kester acid core 5 lb. spools... 0.47 


STOVE ACCESSORIES 


No. 3 crystallized wood lined, 24 in., 
$12.50 doz.; 26 in., $14.60 doz.; 28 in., 
$16.00 doz.; 30 in., $19.70 ag 36 in., 
$27.40 doz . 

No. 9 crystallized aper ane 24 in., 
$7.40 doz.; geno doz.; 28 in., 
$9.10 doz.; 30 a $10. 7 doz.; 35 in., 
$15.70 doz. 4 

Stove Pipe Dampers.—5 in., $1.25 
per doz.; 6-in., $1.50 per doz. 

Stove Pipe. —Smith multi- pipe, 29 
gage, polished in blue, 5 in., $12.25 
per too" joints; 5% in. and 6 in., $13.00 
per 100 joints. 

Elbows.—5 in. piece, corrugated, 
$1.35 per doz.; 6 in. piece, corrugated, 
$1.50 per doz.; 7 in. piece, corrugated, 
$2.00 per doz. 

Stove Polish.—No. 20 Black Silk 
paste, 5-lb. cans, $11.40 per doz.; No. 
5 Black Silk paste, $1.20 per doz.; No. 
6. Black -Silk, liquid, $1.30 per doz.; 
No. 1 Black Silk iron enamel, $1.75 
per doz.; No. 60 Black Silk metal 
polish, $1.50 per doz. 


TAPE 


1 to 8 oz. friction tape, 35c. per Ib. 


TINNERS’ SNIPS 


Each 
No. 8-412 Crescent ....cscccess $1.00 
No. T-#12 Crescent ..........0% 1,25 





lron and Steel Industry 
Expects Upturn in January 


With the immediate outlook unim- 
proved, the iron and steel trade is 
banking on an upturn in January. 
Precedent poirits to some measure of 
recovery at that time just as it offers 
little hope of a change in trend in the 
remaining weeks of 1930. 

It was undoubtedly with an eye to 
the first quarter of next year that the 
foremost steel interest took the initia- 
tive recently in an effort to stabilize 
prices on plates, shapes and bars. 
The naming of minimum quotations of 
1.60c., Pittsburgh, was the first formal 
price announcement to be made in 
nearly two years by a leading maker 
of heavy steel products. The prices 
represent neither a reduction nor an 
advance, but are calculated to stiffen 
the resistance of producers to conces- 
sions, which have been most frequent 
on large tonnages of plates and 
shapes going into structural fabricat- 
ing projects. 

Coming close on the heels of disap- 
pointing third-quarter financial state- 
ments and during a period when di- 
minishing operations and mounting 
costs make an even poorer quarterly 
showing inevitable, the announcement 


was well timed. 
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SPEED WAGONS 
AND TRUCKS 
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New chromium radiator with protect- 
ing bars... Heavier fenders... New 
lamps... Door ventilator... Safety 
glass in windshield... Heavier run- 
ning boards... Heavier hood fasten- 
ers... 3-point cab suspension... 
Heavier door handles . . . New rear 
axle for dualing 1 and 12 ton models 
. - - New 1 ton 4-speed transmission 
with connection for power take-off. 
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When you hand a 


customer a Maydole 





there are no argu-| 


ments to answer and 
there will be no com- 
plaint, he knows it 


is the best hammer 


that money ean buy. 


You’ll sell more hammers if you 

display and recommend Maydoles. 

Your jobber can supply you with 

standard assortments or the styles 
and weights you need, 


Write for free supply of Pocket 
Handbooks 23 “C” 


Maydole 
Hammers 


The David Maydole Hammer Co. Norwich NY 


3545 























NEW CATALOGS 


AND’ DEALERS’ HELPS 


Available from Manufacturers and Jobbers 


Masback Issues Catalog 
Of Holiday Suggestions 


Masback Hardware Co., Inc., 76.War- 
ren St.. New York City, has issued a 
catalog showing toys and holiday sugges- 
tions. Sporting goods, Christmas tree 
accessories, children’s vehicles, doll car- 
riages, electric trains, toy railroad ac- 
cessories and steel toys are included in 
the catatlog. The toys and others items 
are illustrated and described as to size, 
finish, etc. 


Armour Fertilizer Issues 
Farmer’s 1931 Almanac 


Armour Fertilizer Works, 111 W. 
Jackson Blvd., Chicago, Ill, has issued 
the 1931 Farmer’s Almanac, giving, in 
addition to the weather forecasts and 
tables, valuable information about the 
proper use of fertilizer products. The 
results of research and experiments in 
agricultural schools and colleges are 
clearly explained by authorities on the 
subjects touched upon. Maximum crop 
production, rotary theory, lime in rela- 
tion to fertilizer practice, relation of 
soils to fertilizer practices and fertilizer 


| in relation to. the control of plant dis- 


eases are some of the points discussed in 
the almanac. 


| Sheffield Issues An 


Attractive Catalog 


The latest edition of the catalogs being 
sent out by the Sheffield Bronze Powder 
& Stencil Co., Cleveland, Qhio, is very 
attractive. The catalog completely lists 
the entire Sheffield line on loose leaf 
sheets, and supplies a pocket on the op- 
posite side of the spread for holding 
names, notes and lists. It is of pocket 


| size. 


G-F Allsteel Catalog 
Shows Display Shelving 


A very attractive catalog showing the 


| new line of modern display shelving for 
all lines of retailing has just been issued 


by the General Fireproofing Co., Youngs- 
town, Ohio. Fixtures shown are of 
metal, open and with glass doors. They 
are supplied in a wide variety of color 
effects. 


Sash, Door & Glass Corp. 
Issues Catalog No. 21 


Catalog No. 21 has been issued by 
Sash, Door & Glass Corp., 6th and Stock- 


ton Sts., Richmond, Va. It illustrates 
and describes many of the products. of- 
fered by the company for the home. A 
price list, general discount schedule, dia- 
grams and illustrations are included in 
the booklet. 


Reference Book for 
Water System Dealers 


A 32-page booklet that gives complete 
information as to estimating the require- 
ments of prospective water supply cus- 
tomers has just been published by the 
George D. Roper Corp., Rockford, Ill. 
The book is in reality a reference text- 
book on all phases of water systems, and 
will be helpful to everyone connected 
with the sale or installation of well out- 
fits. All the advantages of running water 
at the turn of the faucet are outlined, 
forming a basis upon which a salesman 
can build his sales talk. Questions for a 
dealer or salesman to ask in order to gain 
necessary data upon which to base his 
estimate are fully discussed. Complete 
instructions as to the proper installation 
of both shallow well and deep well out- 
fits are given. The different types of 
wells are illustrated. Different terms used 
in connection with pumping water are 
defined. Included in the book are handy 
tables giving pumping data. 


Kester Solder Co. 
Broadside Shows Line 


Kester Solder Co., Chicago, IIl., has 
issued a broadside showing the line of 
Kester solder offered to the trade. It 
is attractively printed in red and black, 
showing rolls of the solder made by the 
organization. The advertising campaign 
is described, together with illustrations 
showing the copy which will be used. In 
the broadside are mentioned some of the 
uses and markets for the product. 


Union Hardware & Metal Co. 
Publishes Season Catalog 


For the 1930 season Union Hardware 
& Metal Co., Los Angeles, Cal., has is- 
sued a gift suggestions catalog of 320 
pages. Games, toys, sporting goods, lug- 
gage, electrical appliances, juvenile vehi- 
cles, silverware, leather goods, cutlery, 
automobile accessories, watches and 
glassware are included in this illustrated 
catalog. Prices and specifications are 
indicated in the book. 




















HARDWARE AGE for NOVEMBER 20, 1930 


73 





Remodeled? Yes, But Mostly Paint 


(Continued from page 41) 


The house was built around a 
huge fieldstone chimney measur- 
ing 10 ft. by 10 ft. Four flues 
opened from it into fireplaces in 
the two large rooms on the first 
floor and two of the four bedrooms 
on the second floor. The first 
floor originally was comprised of 
a combination kitchen-dining room 
and a large living room, separated 
by the chimney and narrow en- 
trance hall from which cased-in 
stairs of the early New England 
farmhouse type led to the floor 
above. Opening into each of these 
first floor rooms in back were two 
semi-finished cellars where the 
rear of the first floor cuts into the 
base of the hill. Above these on 
the second floor, the space had 
been used for small sleeping 
rooms with doors leading out to 
a terrace in the rear. 

Many of the clapboards were in 
fairly good condition. The re- 
roofing job involved only the 
shingles, as the roof structure was 
sound. A large 8 ft. by 8 ft. oak 
plate in the rear had to be re- 
paired, due to rotting from water 
which leaked through the roof. 
One of the cellars was used for 
the installation of a small heating 
and water plant; the other was fin- 
ished for a kitchen. Two baths 
were installed on the second floor, 
in line with the kitchen plumbing. 
The window frames, while badly 
in need of paint and tightening, 
were serviceable. The flooring on 
the first floor had almost entirely 
been demolished by cattle, so it 
was replaced with 7-in. groove 
boards of sound wormy oak. The 
antique plaster applied over 
hand-cut laths required very little 
patching. In the living room the 
plaster was covered with old oak 
paneling up to within 10 in. of the 
ceiling, where it was painted light 
yellow. In both living and dining 
room the hand-hewn oak ceiling 
timbers were exposed and the 
space between covered with build- 
ing board, painted white. 

On the second floor, the two 
bedrooms over the older part of 
the house were completely replas- 
tered and refloored, but the floor- 
ing was still good in the other two 


bedrooms. It was painted bright 
orange. The oak floors down- 
stairs were lightly stained, waxed 
and rubbed. 

The paint outside is an item of 
importance to the hardware deal- 
er. The cost itself of the paint 
on this house would mean nothing 
because it had been unpainted so 
long that it soaked paint up like a 
sponge. But from the exterior di- 
mensions the dealer can figure, ac- 
cording to his own paint prices, 
how much repainting a house of 
this kind would cost, depending, 
of course, upon how many coats 
were required. 

The length of the front of this 
house is 38 ft. and the height of 
the front to the eaves is 14 ft. 
Each side measures 20 ft. in width 
by 32 ft. in height. The rear of 
the house measures 38 ft. across 
by 7 ft. in height because this 
house is built on a hill, thus, the 
painting surface in the rear is 38 
by 7 sq. ft. This makes a total of 
2078 sq. ft., which, at the rate of 
300 sq. ft. per gallon (the mini- 
mum required for a two-coat cov- 
erage) will give the dealer some 
idea of the cost of remodeling 
with paint and furnish him with 
ammunition for remodeling cus- 
tomers. It should be noted, how- 
ever, that in this instance, the 
condition of the house undoubted- 
ly called for at least three coats. 
An approximate estimate of the 
quantity of paint required for the 
third coat can be obtained by di- 
viding the total area by 400, as 
this coat will spread out farther 
than the other two. 

As may be seen, the remodeling 
job was thoroughly successful; so 
successful, in fact, that were the 
dealer to show these “before and 
after” pictures to a customer who 
couldn’t decide whether to re- 
model or not, he would probably 
vote in the affirmative. Neighbor- 
hood examples of analogous re- 
modeling will help to furnish fur- 
ther evidences to convince even 
the most recalcitrant customer 
that he should fix up the old place, 
even if he has to borrow the money 
to do it. 
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A Scientifically 
Simplified Line of 
Superior Tacks 


Bakatax are modernly packaged, 
rust resisting, attractively blued. 
And in addition to these unusual 
advantages, the Bakatax line has 
been scientifically simplified so that 
half the items previously con- 
sidered necessary now comprise a 
complete assortment. Give jobber’s 
name and send for free sample. 

Geo. Baker €& Sons, Inc., 

Brockton, Mass. 







(A 








Speed Up 
the 
Wheels of 


Industry 


Write to your jobber 
today for any of the 
merchandise adver- 
tised in these pages. 
Don’t wait for the 
jobber’s salesman. 


You may forget. 
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A Quality | 
Sorew | 






MN, 


Awerican 


Swiss hand tools 
are distinctive qual- 
ity products — built 
for the discriminating 


mechanic. 


Here is the No. 100 screw- 

driver. Hand forged blades, 
scientifically heat treated and 
highly polished. Furnished 
with Bolster Lock in ferrule 
and long square tang. 


Also Cabinet and Clock 


Serew Drivers. 


American Swiss File & Tool Co. 
400 Trumbull St., Elizabeth, N. J. 


quer 


Swis 





MECHANICS’ HAND 
TOOLS 


also manufacturers of 
AMERICAN SWISS 
PRECISION FILES 
. choice of dis- 
criminating me-- 
chanics for over 
30 years 








Cutaway view 
showing _ bolster 
and square tang. 


One of hundreds 
of American Swiss 
Tools. Send for 
complete catalog. 





Real Business For You 


(Continued from page 33) 


dozen. Over 1500 surprise pack- 
ages of the type described have 
been sold in a single day. The 
profits made on the surprise pack- 
ages more than compensates the 
firm for the expenses incurred by 
Santa’s visit and the toy demand 
is stimulated to an extent -which 
would be impossible without the 
event. The following Saturday 
Santa returns to the store for a 
second visit, but on the return he 
does not charter a special train. 
However, he does bring another 
thousand surprise packages which 
he disposes of readily. While 
Neyhart’s Santa is in town, ar- 
rangements are made with the 
Salvation Army and other organi- 
zations so that their Santa Claus 
representative is the only one in 
town. This precaution is taken in 
the knowledge that too many 
cooks spoil the broth and that too 
many Kriss Kringles confuse chil- 
dren. In this connection, many 
dealers who use the Santa Claus 
idea should perfect a more realis- 
tic disguise for him. An ill fitting 
immobile false face does not por- 
tray Santa with good effect. It 
would be far better for the small 
additional sum involved if a real 
outfit of white wig and whiskers 
were rented from a costumer for 
the purpose. Grease paint will 
provide a ruddy complexion and 
the completed effect will do Santa 
justice in the eyes ‘of children 
who are ready to believe in him. 

Through the cooperation of the 
Salvation Army, Neyhart’s utilize 
another Christmas idea with ex- 
ceptional results. Permission is 
secured from the Salvation Army 
to gather up all of the old dolls 
in town. These are collected and 
delivered to the Army, who repair 
them in a doll hospital and give 
them to poor children. The store’s 
part in the plan is in collecting 
the old dolls and this it does by 
advertising a ten per cent reduc- 
tion on new dolls when an old doll 
is presented at the time. Nearly 
500 old dolls are thus collected 
each holiday season and new ones 
sold to take their place. The 
more old dolls taken in, the more 
new ones sold, is the theory and 


it works out so well in practice 
that the store sells $6,000 worth 
of dolls at retail during the single 
month of December. 

Another Christmas idea that 
has been used by Neyhart’s and 
which produced good results was 
the burning of a huge Yuletide 
candle. The candle, which was 
especially made for the purpose, 
weighed 185 pounds. At the time 
the manufacturer who made the 
candle, declared that it was the 
largest to be made since the Ca- 
ruso Memorial Candle. At any 
rate, it was the largest candle the 
residents of Williamsport and vi- 
cinity had ever had the privilege 
of seeing and they literally came 
for miles and miles to see it burn- 
ing. It was lighted with appro- 
priate ceremonies and prizes were 
offered to those persons guessing 
nearest to the number of hours it 
would burn. The candles can be 
secured on special order made to 
burn almost exactly any number 
of hours desired by the store, and 
if the idea is new in the commu- 
nity huge crowds are always at- 
tracted and while they watch the 
candle burn, their attention is 
also drawn to the holiday goods 
displayed around it. 





“What Is a Hardware Dealer?” 
Is Subject of Booklet 


The Standard Electric Stove Co., To- 
ledo, Ohio, has issued a booklet for 
wholesale and retail hardware dealers, 
under the title “What Is a Hardware 
Dealer?” It discusses the difference be- 
tween the hardware store of yesterday 
and today and points out how selling 
methods in the hardware trade have 
changed lately. The booklet maintains 
that no stove department is complete to- 
day without electric ranges. In the last 
pages the company points out the features 
of the Standard line, and where those 
stoves may be used. 





DEFINE A NUT AND BOLT 

Here’s what she wrote: “A bolt is 
a thing like a stick of hard metal, 
such as iron, with a square bunch on 
one end and a lot of scratching wound 
around the other end. A nut is sim- 
ilar to the bolt only just the opposite, 
being a hole in a chunk of iron sawed 
off short with wrinkles around the in- 
side of the hole.” 
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Law against 
that kind of 
Door Hardware 


Selling 
Garage 


An economic law that forbids the sale of garage door in- 
stallations that balk, stick, jam or in’ any other way cause 
dissatisfied customers. The penalty for breaking it is un- 
usually severe—one to ten years at hard labor with con- 
stantly decreasing profits, then failure! There’s no 
clemency to be had in a Bankruptcy Court. 


There’s no escaping it—the hardware merchant who in- 
tends doing business at a profit will start his merchandising 
program at the moment he decides upon the line he is to 
stock. He will inquire more closely into the reliability of 
the company manufacturing it, their ability to serve him, 
the quality of the materials they use, the principles upon 
which their product depends for its successful operation. 
In the matter of garage door hardware, he will choose 
ALLITH because ALLITH installations are noted for their 
easy, trouble-free, never-failing performance—because they 
wear longer, withstand abuse better and give customer- 
making, profit-building satisfaction. 


Write for our catalog today. 


ALLITH-PROUTY COMPANY . 


Danville Illinois 


Manufacturers of 





Fire Door Hardware 
Overhead Carriers 
Door Hangers 
Malleable Iron Washers 
Stadium Seat Brackets 


Garage Door Hardware 
Rolling Ladders 

Spring Hinges 

Airport Door Hardware 
Industrial Door Hardware 


Certified Malleable Iron Castings 
Manufacturers of the finest line of Airport and Garage Door Hardware 


Allith | 





Mil Flex’ 


HACK SAW 4 


‘Mechanics’ Favorite 
__, for Over 50 Years 
ener, THOMPSON 500 0 tv trncts 





Mil Flex 


The Hack Saw Blade of 


Known Value and Ready Sales 


Dealers find greater profit in selling Mil Flex 
Hack Saw Blades, because they can say to their 
customers, “Here is a blade produced and sold 
WORK 


on guaranteed performance — the 


VALUE basis.” 


They can clearly establish the superior merit 
of Mil Flex, by explaining that WORK VALUE 
means the number of cuts per blade and the 


time per cut. 


Nothing could be more acceptable than this 


definite standard of measurement. 


More than 36,000 gross of Mil Flex Blades have 
been bought by one customer on this WORK 
VALUE basis. 


Hack Saw Blades of known quality, produced 
by a firm who have been manufacturing blades 
exclusively for over 50 years, plus the colorful 
Mil Flex Counter Display shown at top of page, 
be 


offer a selling combination that cannot 


equalled. 


Write for booklet, 


prices and details. 


The Henry G. Thompson & Son 


| 
Co. 
Established 1876 
New Haven, Conn., U. S. A. 
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Exrrvupep Merst PADLOCKS 





For many years dealers have stocked and 


sold Corbin Extruded Metal Padlocks. 


Their 


worth is proven by their consistent satisfactory 
performances at all times and under all con- 


ditions. 


Corbin Extruded Metal Padlocks are known 
the world over for security, strength, durability 
and correct design, that is why progressive hard- 
ware dealers are concentrating on this one de- 


pendable line. 


CORBIN CABINET LOCK CO. 


The American Hardware Corp., Successors 


NEW BRITAIN, CONN.,U.S.A. 


NEW YORK 


CHICAGO 


PHILADELPHIA 


























Hot of the Nail Kes) 


Little yarns that others have laughed over 

culled from various sources. As a contem- 

porary puts it: “Some of them have been 
copied, the rest will be.” 











“My »heart is with the 
ocean,” cried the poet raptur- 
ously. 

“You’ve gone me one bet- 
ter,” said his seasick friend, 
as he took a firm grip on the 
rail. 


Policeman—“How did you 
come to get that jar of 
honey ?” 

Tramp—“Well, I admit I 
don’t keep no bees; but what’s 
to stop a fellow squeezing it 
out of the flowers himself?” 





A Scot was cashing a £20 
cheque. When he received the 
notes he counted them care- 
fully, stopping when ~ le 
reached the nineteenth. 

‘“‘Why don’t you count the 
twentieth?” inquired the ac- 
countant. 

“Aha, there might be two 
there.” 


Mrs. Henpeck (sarcastical- 
ly)—“I suppose you’ve been 
to see a sick friend—holding 
his hands all evening?” 

Mr. Henpeck (sadly)—“If 
I’d been holding his hands I’d 
have made some money.” 


» “It’s not the — school,” 
sobbed the little fellow, “it’s 
the principal of the thing.” 


Friend—“For a _ defeated 
candidate, it seems to me you 
are looking mighty well 
pleased.” 

Politician—“I have just 
been reading over my cam- 
paign promises!” 





Householder (hearing noise 
downstairs) — “Who’s down 
there?” 

Burglar (with great pres- 
ence of mind)—“This is sta- 
tion KDKA now signing off 
until tomorrow morning at 
eleven o’clock. Good night, 
everybody.” 


Bill (shyly): “I’m going to 
steal a kiss.” 


Florence: 
wave begin.” 


“Let the crime 





Patron—“May I have some 
stationery?” 

Hotel Clerk (haughtily)— 
“Are you a guest of the 


house?” 


Patron—“Heck no. I am 
paying twenty dollars a day.” 





Mr. Pewee: “Why did you 
get me such big shirts? 
These are four sizes too 
large for me.” 

His wife: “They cost just 
the same as your size and I 
wasn’t goin to let a strange 
clerk know I married such a 
little shrimp.” 





Jack—“What is the first 
thing we should do at the 
party?” 

Jill—“Crack the ice.” 





Magistrate: “The best thing 
you can do is to go home 
and make it up with your 
wife.” 

Husband: “And what’s the 
second best thing?” 


The Inside Story of Bleak 
House: 

Cautious Buyer—“Why are 
they selling their home?” 

Real Estate Man—‘Why, 
they really have no use for it 
any more; they’re away all 
day for work; they’re at the 
movies every night, and after 
that they dance till dawn.” 





A Kentuckian had 17 chil- 
dren, all boys. When they 
came of age they voted uni- 
formly the Democratic ticket 
—all except one boy. The 
father was asked to explain 
this evident fall from grace. 

“Wal,” said he, “I’ve al- 
ways tried to bring them boys 
up right, in the fear of the 
Lord and Democrats to the 
bone; but John, the ornery 


cuss, got to readin’.” 





Stout Girl: “Madge lost 
ten pounds in two weeks by 
worrying.” 

“T tried that, but I couldn’t 
keep my mind on it.” 
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“My husband is away so 
much of the time I want a 
parrot for company. Does 
this one use rough lan- 
guage?” 

“Lady, with this bird in the 
house you’d never miss your 
husband.” 





One way to avoid the in- 
come tax is to earn less than 
$1,000 a year. 





He: “Whew! What a 
crowd, baby.” 

She: “Crowd, big boy! 
Why, I just fainted, and had 
to dance four rounds before 


I had a chance to fall.” 





Servant: “The  doctor’s 
here, sir.” 

Absent-minded Professor: 
“Tell him I can’t see him, I’m 


sick,” 





“I am burning with love for 
you,” he said. 

“All right,” she replied, 
“burn away. You’re not reg- 
istered on my meter.” 





Tad: “Pa, what’s a matri- 
monial bureau?” 

Dad: “It’s a bureau, son, 
with six draws packed full of 
women’s fixings and one man’s 
necktie.” 


Abie (who has cornered a 
burglar in his living room): 
“Hands up or I will shoot!” 

Quickwitted burglar: “Five 
for de gat.” 

Abie: “Sold!” 





“Here’s my bill,’ said the 
surgeon. “Wish you would 
pay down $100 and then $25 
a week.” 

“Sounds like buying an 
automobile,” said the patient. 

“IT am,” said the surgeon. 





He sauntered into the 
strange office with much self- 
assurance and an air of fa- 
miliarity, threw down his 
business card and inquired: 

“Who’s the main squeeze 
around here?” 

“Well,” replied the good- 
looking stenog, “they’d all 
take me for it if I’d let ’em.” 





Mrs. Motorist—“Why don’t 
you ask some one where we 
are?” 

Mr. Motorist—‘What the 
deuce difference does it make? 
Five minutes from now we 
won’t be anywhere near 
here.” 





e 

MacIntosh—“Did ye enjoy 
yersel’ in your visit to Amer- 
ica?” 

MacGrabb—“Enjoy masel’? 
I should say I did. Every 
time I went into ane o’ thae 
restaurants I found money 
under ma plate.” 





He said while they were in 
Montreal Miss Halperin had 
told him that she had lured 
Rothernberg to the street 
corner, where he was struck 
down by a fake telephone call. 





An angler had a four-hours’ 
tussle with a huge salmon 
before he was able to land it. 
When at length he had had 
made sure of his catch he 
took it home and related his 
triumph to his wife, and laid 
special stress on the time it 
took and the energy he had to 
expend before he could land 
the salmon. After he had fin- 
ished, he waited anxiously for 
praise. For some moments 
there was silence; then, with 
a puzzled expression, his wife 
looked up from her knitting. 

“But, my dear,” she said, 
“why didn’t you cut the string 
and get rid of the brute?” 





Mother: “Now, Johnnie, I 
know thousands of little boys 
and girls who would be glad 
to eat that spinach!” 

Johnnie: “Name three of 
them!” 


The flapper was truly re- 
pentant and sought to make 
amends. “Jack,” she cried, 
“I am sorry I treated you the 
way I did last week.” 

“Oh, that’s all right hon- 
ey,” Jack replied. “I saved 
$30 while we weren’t on 
speaking terms.” 





Manager: “Where is Mt. 
Brown?” 
Clerk: “Speaking on the 


telephone to his wife.” 

“How do you know it’s his 
wife?” 

“Well, he’s been on the tel- 
ephone half an hour and I’ve 
only heard him say ‘Hello’ so 
far.” 





A reporter turned in an 
item about “Jimmy Brown, 
the boy who was burned in 
the West End by a live wire.” 

“Which is the west end of 
a boy?” sarcastically in- 
quired his boss. 

“The end the son sets on, 
of course,” replied the witty 
reporter. 





ASTOUNDINGLY LARGE 
MARKET FOR B.]f 


RECTIFYING TUBES! 
GO AFTER IT! 





Always keep a carton of 
Eveready B-H Raytheons 
on display 


EVEREADY 
RAYTHEON B-H 


MORE than 100 makes of “B” power units call 
for the B-H tube as standard. Most units have 
been particularly designed for the B-H. When 
replacements are necessary your customers want 
B-H tubes. Millions have been sold in the past 
few years. Cultivate this replacement market. 

Eveready Raytheon B-H Tubes come in handy 
four-tube cartons. Always have a carton on dis- 
play, where replacement customers can see it 
easily. 

* * * 

The Eveready Hour, radio’s oldest commercial 
feature, is broadcast every Tuesday evening at 
nine (New York time) from WEAF over a 
nation-wide N. B. C. network of 27 stations. 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 


Branches: Chicago KansasCity New York San Francisco 


Unit of Union Carbide UCC and Carbon Corporation 


EVEREADY. 





_RAYTHEON 


Trade-marks 
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Pin Jumbler 


&xtruded Brass 


PADLOCKS 











A word of warning to the customer who 
says, “Oh, I only want a cheap lock,” 
will often sell one of these dependably 
secure Eagle Padlocks of solid extruded 


brass. 


Such a sale is doubly worth while. 
means a surely satisfied customer and 
more profitable profit for you. 


It 
a 


There are 6 sizes and key changes are 


practically unlimited. The  shackl 


es 


are in two styles—brass or hardened 


steel. 
The Eagle Quality Line 
Night Latches Store Door Sets 
Trunk Locks Padlocks 
Front Door Sets Wood Screws 
Cabinet Locks Stove Bolts 


uate BSoK co, 


6 Warren Street -- New York, 


Bronch Offices: “ 
521 Commerce St. 17779 NFronklinS. 114 Bedford St 
Philodelphia, Pa. Chicogo Ill. Boston, Maso 
Works ot Terryville, Conn. 





marae | 











Lingerie Vacuum Washer 


The Betty Bubbles lingerie washer is con- 
structed of non-rusting material; polished 
brass, nickel and copper. At the top of the 
hollow tube is a compression air valve. The 
plunger should be operated by hand with a 
short, quick stroke, always keeping the 
plunger below the surface of the liquid. By 
this action air bubbles are forced down 
through the fabric to be washed, and the 
anular rings of the plu cause. the soap 
bubbles tc flow back and forth. This cleanses 
and refreshés the material by maintaining a 








constant suds solution, eliminating the ne- 
cessity of rubbing silk and other fine materi- 
als. Leo Stalker G Co., Cedar Rapids, lowa, 
is the manufacturer. Suggested retail selling 
price is $2.50 each. Cost to dealer is $18.00 
per dozen. The washer may be used with 
gasoline, naphtha or other cleaning materi- 
als. It may also be used for dry-cleaning in 
the home 








Osborn 1930 Paint 
Brush Assortment 


The Osborn 1930 paint 
brush assortment, made by 
The Osborn Mfg. Co., 
Cleveland, Ohio, consists 
of twelve four-inch QOs- 
born paint brushes. These 
brushes are alike with the 
exception of the handles, 


which are finished attractively in a variety of six colors: light green, 
yellow, white, deep blue, red and robin’s egg blue. They are packed 
in a multi-colored box and may be displayed easily, since it is un- 


necessary to remove the brushes from th 


e original carton. Brushes 


are designed for general household use, such as painting walls, ceilings, 
floors, steps, etc The brush part is of pure black china bristle, 


vulcanized in rubber. Handles are made 
¢) on 


Suggested retail selling price is $1.50 eac 


Adjust-O-Matic 
Warming Pad 


Westinghouse Electric 
& Mfg. Co., Mansfield, 
Ohio, produces. the 
Adjust-O-Matic warm- 
ing pad, which has 
three separate operat- 
ing temperatures, each 
controlled by an auto- 
matic thermostat. A 
convenient three posi- 
tion Bakelite switch in 
cerd sets the pad for 
any one of the three 
temperatures Tem- 
perature is then maintained automatically 


to conform to the hand 
h 





Cover is soft and fluffy and 


is colored an attractive rose. The maker states that the pad is non- 


radio interfering. Suggested retail selling price is $9 


Goodell-Pratt Automatic 
Drill No. 188 


Goodell-Pratt automatic dill No. 188-is of the same de 
Mr iret drili, except that the handle holding eight dri 
made of m ide 1, glossy black bakelite. Advertising camy 


<Q 














up with an effective display, make this a 


the holidays, say the maker. Goodell-Pratt 
supply full particulars about this drill. 


particularly good leader for 


Co., Greenfield, Mas will 

















HARDWARE AGE for NOVEMBER 20, 1930 79 





ee, o% eo", eo 7 
rs “ @ 6 . @ s 
Pg ry : ats 

‘. -» 
ave 8 et 
*ee ae 





Proof 


Proving things is part of our business. We 
would like to prove something to you—that 
we know how to produce, and are produc- 
ing, a mighty high grade line of tools and 


SCCMSSASET OSS esoeseunnsenanseaeenenaun, 


cutlery. 

We can establish this fact by the most direct 
and convincing evidence—the examination 
and the testing of any product bearing the 
name ““Dasco.” 


Some of these products are the carefully ex- 
ecuted expression of customers’ ideas. ges 


CO OOO OR OS 00 OS OS OO OR On ee OOe OOO eSSOSeseesvesereunscacacces*® 


S228 OEOG 242 BOO KO 


@ 


ont, 5 << 
2 Others represent a merger of customers ee 
- 


ideas with our own, and still others are our 
complete handiwork from original design to 
finished product. 


one, 
* 
ea 


Dasco Tools and Cutlery sell readily—they 
return a good profit—they deliver a satis- 
faction that brings customers back for more. 


BAS CO 


Tools and Cutlery 


Write for latest catalog—and when a “Dasco” 
salesman calls, be sure to see the line. 


DAMASCUS STEEL PRODUCTS 
CORP. 
Makers of High Grade Tools and Cutlery 
ROCKFORD, ILLINOIS, U. S. A. 


Branch Offices and Warehouses 


94 S. Broadway, Denver, Colorado 

328 Holladay Avenue, Portland, Oregon 

178 Tremont Street, Boston, Massachusetts 

149 Church Street, New York City 

Key Hardware Co., 406 Wall St., Los Angeles, Calif. 
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No. 220 


hroughout 


! 


the life of any structure 


GRIFFIN HINGES 


prove worthy of the im- 
portant part they play 


in daily service. 


(GRIFFIN 


nufacturing Cbmpany 


ERIE, PENNSYLVANIA 
MANUFACTURERS 


Branch Offices:- 


NEW YORK: 45 Warren ST. BOSTON: 76 BATTERYMARCH 
CHICAGO: 555 W. RANDOLPH ST. SAN FRANCISCO: 703 Market St. 
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Replace it 
with ..A 


KIMBALL 
ELEVATOR 


Is your elevator old 
and shaky? Why not re- 
place it with a Kimball 
machine—They are com- 
pact, powerful and safe— 
Tell us the job it has to do 
and let us submit prices and 
data on machine to do it. 





What areyour requirements? 
We have an Engineering 
Dept. to aid you. Write us! 


KIMBALL BROS. CO. 


1205-19 Ninth St. mr 
Council Bluffs, Ia. 6AA [ : f 


BOLTS 
NUTS 


SCREWS 


A COMPLETE AND DEPENDABLE LINE 
AT THE RIGHT PRICES 
EXCEPTIONALLY PROMPT SERVICE 



































76 YEARS ARE BACK OF EVERY PIECE PRODUCED > 


GLARK Bros Rott 


Studebaker Ave., Milldale, Conn. 











New Haven-Westinghouse 
Electric Clocks 


The New Haven Clock Co., New Haven, 
Conn., is offering the automatic control 
New Haven-Westinghouse Electric line of 
alarm clocks, timepieces, striking clocks 
and chiming clocks with full Westminster 
chimes. Included in the line are wall 
clocks for kitchen or sun porch, banjo 
clocks, upright mantel and tambour clocks. 
The Lady Joan model shown is offered to 
sell for the suggested retail selling price of 
$9.95. Dealer cost is $6.47. It is offered 
in an artistic molded case of Doric design 
in a mahogany shade with iump second hand and efficient automatic 
control. Height is 7% inches, base width is 5% inches. It is packed 
in cartons of one, having a shipping weight of approximately 3 pounds 
8 ounces and is regularly furnished for 110-120 volts, 60 cycles alter- 
nating current. The motor makes 200 r.p.m. and is a small, quiet, self- 
starting sub-synchronous motor. 





Great States 
Lawn Mower 


This model is the 
largest of the three 
Great States mowers of- 
fered by the Great States 
Corp., Richmond, Ind. It 
is the Deluxe precision 
built model with 1014 
inch wheels. Mower is 
supplied with either 4 or 5 blades, 6 inch cutting reel, special frame 
construction and extra rear tie bar. It is a self adjusting, ball bearing, 
self sharpening model, built in 14, 16 and 18 inch widths. Shipping 
weight is approximately 55 Ibs. 





Arco Co. Uses New 
Design on Containers 


The Arco Co., Cleveland, Ohio, is using a 
new label design on its containers. This same 
design, which is printed on a black background 
with orange and yellow shades in a fan design, 
ig also incorporated in Arco sales literature. 
With the design greater emphasis is given to 
the Arco trademark. 





Micrometer Depth Gage 
With Half Round Base 


Lufkin Rule Co., Saginaw, Mich., — offers 
micrometer depth gage, No. 312, with half 
round base. Base is 2 inches in diameter and 
rods are 3/32 inch in diameter, particularly 
adapting it for use in small places. Tool is 
so balanced as to allow it to be placed right 
to the edge of the work and with greater bear- 
ing and holding surface, due to the half round 
base, a better feel and more accurate readings 
( PT may be obtained, says the maker. Measuring 
d capacity of the tool is from zero to three inches 
| by thousandths. Range is obtained with the 

three interchangeable rods which are securely 
fastened by the knurled cap. There is a one- 
1 inch movement of the screw. Each gage is 
equipped with a patent lock nut to maintain the reading, and can be 
had with or without the ratchet stop. List price is $10.50. 
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| RABCOC CK =| 
SPRUCE LADDE QUALITY 


TRADE MARK 









































AIR DRIED FULL STRENGTH IN 





=~ Write for Our Latest 














=> Booklet and Prices 























































Spread Bottom 
Fruit 


The Victor Columbia Fruit 


W. W. BABCOCK CO. 





RUST#J PROOFS a: 
= All Hardware = 

Equipment | 
CADMIUM ——-- 

PLATED i 











Extension 
Trestle 

















S 
cS 











’ General 
Painter’s Trestle Purpose 


BATH, N. Y. 


























In Constant 
Demand 


Good liquid Measures and 
Funnels are in constant 
demand. 


None serves so many uses 
and is so strictly sanitary 
and easily cleaned as the 





1 Qt. and 2 Qt. 


Measures 


Genuine 





This ware maintains hot or 
cold temperatures longest 
and is adaptable for fruit 
acids, beverages and liquids 
of all kinds, vinegar, etc. 


Acid-proof and water-proof. 
Made from the Genuine 
WOODPULP. 


Capacity of measure guaran- 
teed. Send for complete cata- 
log. 





5 Sizes 
Funnels 


Almo Trading & Importing 


The ALMO Line Co., Ine. 
Includes 20 Items 61 East 11th St. New York 











‘OHIO 1 


Shoe Lasts ¢ 
- and Stands 


ABSOLUTELY 
GUARANTEED 
AGAINST 


MADE OF BREAKAGE 
SEMI-STEEL 


E will replace any claims for 
breakage free of charge. 
4 Stands finished in Red Enamel and 
Gold, lasts finished in Black Enamel. 
They sell on sight. 
Lock bearing, strong and rigid. 
Lasts are latest styles. One last for 
4 ladies’ shoes. Extra heel piece in- 
cluded for all sizes of heels. 


The Last that lasts a lifetime. 


The Fate - Root - Heath Co. 
901 Bell St., Plymouth, Ohio 


& 
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Winter Poultry Fountains 






Insulated 
Walls 
“i “| Top and 
ME: Bottorw 





No. 54 


Here are two good practical poultry fountains for 
cold weather. 
The No. 54 is a Cleanable Top-Fill Fountain. The 
top section lifts off and telescopes snugly over the 
water container. Water feeds automatically to the 
large pan. Double insulated walls all around, so 
freezing is retarded. Holds 4 gallons. 
The No. 8 has a capacity of 3 gallons, also has thick 
double insulated walls, and a large 5 in. cleaner 
opening. 
Both styles can be easily cleaned inside, which is a 
big important feature, that is appreciated by the 
poultryman. 
Write for New 72-page Catalog of Moe’s Line of 
Poultry Supplies. 

Nothing better made. 


HoEFT & COMPANY 


2305 Davis St. North Chicago, Iil. 














THIS TRAY SOLD 
180,000 
HAMMERS 


HAMMERS 








No secret about it This tray is a 
money-maker because it puts popular priced 
hammers right out where popular priced 
customers can see them, handle them, and 
buy them. All 16 oz. Bell Face Hammers. 
Ask your wholesaler about the No. 90 Tray 
or write us direct. 


Evansville Tool Works, Inc. 


Evansville, Ind. 

















Alhambra 
Fenders 


artistic 
screens 
bronze finish, 30 inches 
high with front sec- 


tion 34 inches wide 





and two side ction 
12 ncne Wwic | 
ay be u | 
places as W - 
four feet. The Fred } 
Myers Mfg Co., H 
ilton, Ohio, makes these ‘fenders. Screens are made of heavy, flat 
material, lined with fine mesh wire cloth. Fire guards and fenders 


r shapes and sizes 


are offered in othe 


Heatrola Win- 
dow Display 


The Heatrola 
dow display shown here 
is an attractive litho- 
graphed piece showing 
in several colors the 
demons of cold and ill- 
ness, looming over a 
beautiful home. In the 
foreground the Estate 
Heatrola is shown as 
the means of keeping 
out the weather. The 
smaller card may be 
used to advantage on 
the counter or in a 
small part of a window 
space. Both pieces are 
supported by easels 
Estate Stove ; 
Hamilton, Ohio, offers 
these display cards as 
well as cut-out sets 
showing the new Estate 
model K gas range, in 
colors. Mailing pieces 
showing the Model K 
range are offered to dealers, as well as circulars for store distribution. 


win- 


~ shuts out 
the of 
cold and illness 





Spor-Tee Golf Game 


Spor-Tee golf game is made by the Detroit Metal Specialty Corp., 
Detroit, Mich. There are nine holes 7 x 27 inches each, made of 
heavy pressed steel finished in green enamel. They are demountable 
and are shipped in a 28 x 24 x 11% inch carton: Holes, each of which 
are placed in a stand of different shape, may be used in any available 





As the cup is part of the hazard the ball does not roll wild 
When the first shot is missed the ball returns to the 
player and following shots are played from the same location as the 
original shot. This enables playing of the game without fear of damage 
to the furniture 


space. 
about the room 
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Sell Them 
by the set 








Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the users. 





It isn’t hard. Every mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, etc. Try it 

Forstner Bits are the only bits that are not dependent on a center or a 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time, no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard knoity, cross grained wood, 
leaving a smooth hole and clean, polished surface. 

Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 


TORRINGTON, CONN., U. S. A. 

















The 
RIBBED 
BLADE | 
won't | 
slip out | 

of 
screw 
slot 


ig p> 
















-<and how 
it SELLS! 


HE Bridgeport Red Crown Non-Skid is the 
fastest-selling medium-priced screw driver on 
the market—first, because it drives screws easier 
than any other screw driver; second, because it 
‘is advertised better than any other screw driver; 
and, third, because the dealer is given more sales 
help than with any other screw driver. Order 
one dozen quick-selling styles and sizes from 
your jobber today. List, $5.45. Cost, $3.63. 
Profit, $1.82—50% on cost. Counter Display free. 


al 
> 








THE BRIDGEPORT HDWE. MFG. CORP. 
Bridgeport, Conn. 1 
The World’s Largest Makers of Screw Drivers 
Bridéeport 
TRACE 4 pe 


THE CHOICE of MEN WHO KNOW TOOLS 
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F R E E—the 
We HELie» |) booklet which 
‘¥stey | shows the way 
to a big gain in 
-sales anywhere. 


How to do more business—how 
to get more customers—how to 
make more money in the same 
old store. F 

The methods described are easy 
to apply—proven in practice— 
and can be employed by small 
stores as well as large. Fifty 
years of intimate contact with the 
retail hardware business enables 
the Heller Company to speak 
with authority and understand- 
ing. This system is founded on 
practice, not theory. It works. 
And it pays. 


Send for your copy today. It’s Free. 


HELLER 


Business Building Store Equipment 


ata | W. C. Heller & Co. 






"La, 
Progr 






700 Bryant St., 


Margin 
Montpelier, Ohio 
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TAN 


Many a man is 
like a tack... 


Why? — useful if headed in 
the right direction—but ca- 
pable of going only as far 
as his head will let him. 


















Customers will use their 

heads to come back to your 
store if you carry Atlas 
Tacks and Small Nails. 


They will remember these 
clean cut, serviceable items 
.- - available in both quality 
and price range. Ask your 
jobber for them by name. 


ATLAS TACK 
CORPORATION 


FAIRHAVEN, MASS. ST. LOUIS, MO. 





LABEL HOLDERS? YES! 


MANY STYLES AND SIZES IN BOTH BRASS 
AND STEEL METAL 


Carried in Stock for Prompt Shipment 





Maybe You Need Some For Your Own 
Shelves, Filing Cabinets, Stock Bins, Etc. 


THE BRAINERD MFG. CO. 


EAST ROCHESTER, N. Y. 








Good Management 


is merely the transmission 
of the intentions and pur- 
poses of the management 
through the staff to the 
customers. 














Hanson Kitchen Scale 


Hanson Scale Co., 523 N. Ada 
St., Chicago, Ill, produces 
kitchen scale 1270, -equipped 
with steel top and glass covered 
dial. Capacity of scale is 25 Ibs. 
by ounces. Rim of dial is enam- 
eled. The scale is packed in 
cases of six, shipping weight, 37 
Ibs. Colors offered are: duo- 
tone, green and ivory and duo- 
tone, green and jade. Assorted 
colors are offered in case lots, 
if desired. Suggested retail sell- 
ing price is $2.50. 








Universal Stov- 
Dome Kitchen 
Ventilator 








The Universal Stov- 
Dome kitchen ventilator 
removes odors, smoke 
and grease without cre- 
ating a draft or chilling 
off the kitchen in win- 
ter. It does not deprive 
the housewife of space 
with other utility. In- 
side the appliance is an 
electric light, which il- 
luminates the top of the 
stove, concentrating the 
light rays on the working surface of the range. Outlet is standard 
equipment. Motor operating blower is of the alternating type, with 
only one moving part. It operates silently and gives no interference to 
radio reception. The ventilator is easily installed and requires no 
struts. It is connected to the flue by means of a three inch pipe and 
elbow, furnished by the maker. Eight feet of rubber insulated cord 
with plug is provided to conduct current to the motor. Dome is made 
of heavy gauge copper alloy rust resisting steel and is finished in a 
lacquer which will resist the action of steam and grease without flaking 
or losing luster. It is offered in white, cream and green in three sizes. 
Apartment type is 38 inches wide for stoves up to 34 inches wide, 
Home model is 47 inches wide for stoves up to 44 inches wide and 
Estate model is 54 inches wide for stoves up to 50 inches wide. Sug- 
gested retail selling price is $57.50. Dealer discount is 40 per cent. 
The maker is Universal Stov-Dome Co., Curtis Bldg., Detroit, Mich 





‘ 


Crowners and 
Lok-Crowners 


The Rawlplug Co., Inc., 
98 Lafayette St., New York 
City, makes the Crowner 
and Lok-Crowner. The 
Crowner seals and conceals 
the heads of all exposed 
screws and permits the 
use of stronger and less 
expensive iron screws, re- 
placing brass, bronze and 
specially plated screws 
Its use prevents tampering 
with screws and easy removal of fixtures and devices. It is a rust 
proof cap that reduces the cost of assembling, by simplifying design. 
The Crowner, which is made for every size screw, bolt and nut, is 
applied as easily as the driving of a nail. This product, which has a 
beautiful finish, eliminates the tearing of garments and other injuries 
resulting from burred screw slots. It is available in any finish desired. 
The Lok-Crowner combines all of the features of the Crowner and pre- 
vents the loosening of screws or nuts from vibration or shrinkage. It 
makes a permanent installation and covers the lockwasher completely, 
preventing rust or stain. Wéith this product countersinking of screws 
is unnecessary. The Lok-Crowner allows a wide scope in decorative 
finishes. It is, like the Crowner, simply applied, and available for 
every size screw, bolt and nut. 
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28 Warren St. 


new yok LHE JAMES SWAN COMPANY, Seymour, Conn. 





Manufacturers of all kinds of BITS, CHISELS, DRAW KNIVES, GOUGES, 
GIMLETS, AUGERS, NAIL SETS, SCREW DRIVERS, COUNTER SINKS, 
BORING MACHINES AND EXPANSIVE BITS 


Buy only Carpenters’ Tools bearing the Trade Mark which stands for quality 
Awarded Medal of Honor on Mechanics Tools at Panama-Pacific Exposition. 














Poultry 
Netting with 
an Identity 


Superior Brand— 
always a quality 
product—is identi- 
fied readily by the 
rooster trade-mark 
in nine colors in 
every bale. 
At Your Jobber 


G. F. Wright Steel 
& Wire Co. 


Worcester, Mass. 














CORBIN 


Wood Screws 

Drive Screws 

Coach Screws 

Machine Screws 

Set Screws 

Cap Screws 

Thumb Screws 

Special Automatic Screw 
Machine Products 

Stove Bolts 

Tire Bolts 

Sink Bolts 

Machine Screw Nuts 

Stove and Tire Bolt Nuts 

U. S. S. Nuts 

S. A. E. Castellated Nuts 

S. A. E. Plain Nuts 

Jack Chain 


Plumber’s Chain ' 
Register Chain = 
Safety Chain 


Furnace Chain 
Ladder Chain 
Sash Chain 
Escutcheon Pins 
Speedometers 





f 


\ 


a 






Tachometers 





The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 
Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 















































THE LAUB VENTILATOR 


after it is once set in place, becomes a permanent 
fixture, or—may be instantly removed without tools or 
trouble. 

The sash may be raised or lowered at will without dis- 
turbing ventilator. 

Are you prepared to supply the steadily increasing de- 
mand for this best of all moderately priced window 
ventilators? 

Write for Folder NOW! 


LAUB PRODUCTS Ashland, Pa. 

















DEMING: 
WATER SYSTEMS 


Waite for Water 
System Catalog 
L, which gives 
complete infor- 
mation on Dem- 
See | ing Shallow and’ 


Deming 


"“Oil-Rite’ Deep Well Water 


Deep 


van | Systems. 


System 


"te |THE DEMING CO. 


SALEM, OHIO + Est. 1880]] 














Pages 
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LANDON P_ SMITH, INC. 


1165 SPRINGFIELD AVENUE, IRVINGTON, N.J.,U.S.A. 



















Railroad and Mining Companies 


and all who require wrenches for heavy work say 
that for constant use under extreme conditions, the 
COES All-Steel Wrench has no equal. 7 sizes: 
6” to 21”. 

Ask Your Jobber 


BEMIS & CALL CO., Springfield, Mass. 















STANDARD FOR 75 YEARS 


TILLEY 


LADDERS 


SAFE STURDY RELIABLE 


(Write for illustrated catalogue and prices) 


THE JOHN S. TILLEY LADDER CO. 


Watervliet, New York 














Style B 


CAROLUS CUTTERS 


The Style B is the r r Bolt Cutter with the added 
End Cut making a 2 in 1 Toel. Carolus also offers Style N. 
Straight and End Cut with Nut Splitter. Steel Plates hold 
Jaws rigid. Made in SIX SIZES and THREE STYLES. 
Buy the Best. These Tools are Time Savers. 

If your jobber cannot supply you, write us direct for Litera- 
ture and Prices. 


CAROLUS MFG. CO. Sterling, Ill. 


Sales Representatives—Sur pless, Dunn & Co. 
NEW YORK, CHICAGO 

















Cream City 
Cake Pans 


As part of the Cream City 
line the Geuder, Paeschke & 
Frey Co. Milwaukee, Wis., 
offers a checker board cake pan 
set. There are three pans and 
a circular mold making up the 
set. By placing dough of dif- 
ferent colors in the various 
sections of each pan, any desired color combination may be had. The 
same set makes either checker board or neapolitan style cake. Each 
set is packed jn an individual printed carton, giving full directions and 
recipes for making each type of cake. Another cake pan offered is 
for angel food or sunshine cake. An easily removed clamp holds the 
side of the pan in place. When released, the side springs away, sep- 
arating cake and pan without any danger of injury to delicate pastry. 
Each pan has two bottoms, one plain without a center tube for sun- 
shine cake and the other bottom with a center tube for angel food 
cake. Tube is an inch higher ‘than the pan and serves as a support 
wnen the pan is inverted for cooling. Pan’s size is 9 x 4% inches. 
The six layer cake pan set consists of six shallow pans for baking 
Pans can be used to make either a shallow six layer cake or a deep six 














layer ice box cake. All layers are baked at one time. Various color 
combinations can be used to harmonize with any special occasion aris- 
ing. Fifty paper discs are supplied with each set. Discs prevent the 
shallow layers from sticking in the pan. For each type of cake a 
complete recipe is printed on every carton. Suggested retail selling 
prices are: checker board cake pan set, 50c., angel food and sunshine 
spring cake pan, $1.25 and six layer Egyptian cake pan set 50c. 


Disston Cross-Cut Saws 


Henry Disston & Sons, Inc., Philadelphia, Pa., is producing a new line 
of precision-ground cross-cut saws. The maker claims for these saws a 
unique method of improved grinding to assure true taper and uniformity 
of cutting edge. Illustration indicates other features of tooth and gullet 
construction. This line includes the following patterns: No. 495 
Suwanee, No. 289 Virginian, No. 470 Buzz, No. 472 Henry, No. 270 
Zip, No. 294 Beaver. For Pacific Coast the No. 7-1] Felling, No. 7-1] 


OEEP wiDE LONG TEETH. OF CORRECT SHAPE. 
GULLETS FOR FAST CUTTING 




















Wa SPECIALLY SHAPED 
& RAKERS ; 


STRONG 
BRIOGES 


Bucking and No. 471 Henry are offered. Suggested retail selling prices 
are: 4 ft., $5.60; 4% ft., $640; 5 ft., $7.20; 5% ft., $8.00; 6 ft. 
$9.35; 6% ft., $10.80; 7 ft., $12.25; 7% ft., $14.00, and 8 ft., $15.75. 
Dealer cost is respectively: $4.20, $4.80, $5.40, $6.00, $7.00, $8.10, 
$9.20, $10.50 and $11.80 
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Armstrong Bros. 


Write Today 
for Catalog 
P-10 









Reversible 
Ratchet Stocks 


This stock is indispensable on some work 
—threading pipe in awkward corners, etc. 
It will often save its cost on a single job. 
Fits all standard dies within its capacity— 
reverses instantly, and will thread a pipe 
end projecting but an inch. From the line 
:  ccpaelimaaaied BROS. Better Pipe 
vols. 


ARMSTRONG BROS. TOOL CO. 


314 N. Francisco Ave. CHICAGO 





SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality for its particular use. 
“There IS a Difference in Sash Cord’”’ 
OTHER BRAIDED CORDS: COTTON TWINES 


Send for catalogue, samples and selling information 




















cA good name to look for on dry 
batteries, radio tubes, and flashlights 
FRENCH BATTERY COMPANY 


Factory: Madison, Wisconsin 
General Sales Office: 20 North Wacker Drive, Chicago, III. 





PELOUZE 
New Household Scale 
DE LUXE 


Capacity 24 pounds by 


ounces. Artistically de- 
signed. Sturdy, compact 
construction. Beautifully 


enameled in the choice of 
several colors. Double up- 
right supports. Invalu- 
able to every household. 
Order early through your 
jobber. 


PELOUZE MANUFACTURING CO. %o- £30—Fnamel Dial 


with Scoop 
232 East Ohio Street, Chicago No. G30—Glass Dial 

Manufacturers of reliable scales for 

many purposes. Send for catalogues. 


Specify “PELOUZE” in ordering of your jobber 



































PAINE 
SPRING WING TOGGLES 


are used for attaching any ob- 
ject to a hollow wall or ceil- 


ing. 
They work instantly in any 
position in any hollow ma- 
terial. 


The SPRING Does It 


Catalogued and stocked by a 
majority of the Hardware, 
Electrical and Plumbing Job- 
bers of the country. 

Samples and prices on re- 
quest. 


The Paine Company 


2951 Carroll Ave., Chicago, Ii. 
79 Barclay St., New York, N. Y. 











WELDING COMPOUND 


IS THE BLACKSMITH’S 
BEST FRIEND 


Its Use Enables 
Him to Weld Steel 
as Easily as Iron 
IT HAS NO EQUAL 


Manufactured by 


ANTI-BORAX COMPOUND CO. 
FORT WAYNE, IND. 














BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 


Sample free 





RAE sae 


’ a 
SOLDERING PASI 


See) 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 
























AIC 
TOLEDO 


Folding Steel 


HORSE 


—a sure-fire seller to contrac- 
tors, road builders,carpenters, 
plumbers, plasterers, factories, 
public utilities. Strong, rigid, 

















easily demonstrated. Write for 
folder and discounts. 


The Toledo Pressed 
Steel Co., Toledo, O. 
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CLASSIFIED OPPORTUNITIES 





POSITIONS WANTED 


Special Rate, One Cent a Word; Minimum Fifty Words 





COMPETENT RETAIL HARDWARE MAN with 15 
perience desires a permanent connection in or near New York City. Shelf 
and builders hardware, tools, paints, plumbing and electrical supplies. Can 
take complete charge of builders hardware or paint departments. Can 
mae —= references. Address Box J-2, care of HarpwarE AcE, New 
or ity. 





SALESMAN experienced in paint and general hardware lines seeks 
new business connection. Prefers territory quciading North Carolina or 
Middle Atlantic States including Baltimore, Washington, D. C., etc. 
sold to and for retail hardware stores and has successful record. Married, 
31 years old and can furnish satisfactory references. Address Box J-9, 
care of Harpware AcE, New York City. 





HARDWARE MAN of twenty years’ experience in wholesale and re- 
tail hardware business, also sporting goods, paint aad supplies. Forty 
years of age, single, sober and industrious. Capable of taking charge 
and handling men, desires change. Can f first class references. 
Middle West or South preferred. Address Box 1-983, care of HaRDWaRE 
Ace, New York City. 





POSITION WANTED by a responsible experienced salesman to repre- 
sent a well known manufacturer or large Fad in New England. Intelli- 
gent cooperation and the representation of high grade aggressive organiza- 
tion. Would require to ex 5: oit their product in this territory. References 
furnished. Address Box 1-990, care of Harpware Acg, New York City. 


SALES REPRESENTATIVES WANTED 


Set, Solid, Minimum of Five Lines..........- eccccccccccccces $3.00 
1-Inch Box Display...... ec cccccccevcce eccccce eereeccccces 5.00 


Four Consecutive Insertions, 10 Per Cent Discount. 


rT 








[— 


Salesman to Cover High Schools and Colleges 

to add a combination padlock line for lockers. Commis- 

sion. Restricted territory. Large returns. Old established 

company. Address Box J-22, care of Hardware Age, 
New York City. 


§ 











RAR 
Sales Representatives Wanted 


To sell nationally known builders’ line. Bricklayers, Car- 
pencers and Plasterers’ Tools. For states of Wisconsin, 
nesota, Kentucky, Tennessee and Virginia. Commission 
basis. Give references and state experience. Address Box 
I-989, care HARDWARE AGE. 








=) 





HARDWARE MAN with 26 years wholesale and retail hardware ex- 
perience desires connection with jobber or large retailer. Capable of han- 
dling most any position such as buying, oan, en and handling 
men. Best references can be furnished. Good reasons for wanting to 
change position. Location in west or south preferred. Address Box J-21, 
care of Harpware AGz, New York City. 


HELP WANTED 


Special Rate, One Cent 2 Word; Minimum Fifty Words 








EXPERIENCED HARDWARE CLERK—Must be able to speak 
Italian language fluently, and have had a general experience in the hard- 
ware business. Give age cess references, and salary expected. 
Address your reply to Box J-11, care of HarpwarE Acg, New York City. 


BUSINESS OPPORTUNITIES 


Set Solid, Minimum of Five Lines..... eeesspoces eoccccccsccce 838.00 
1-Inch Box Diheplay. .ccccccccccccccccéssebsssccescsccocccs 5.00 
Four Consecutive ieassoeteains 10 Per Cent Discount 











HARDWARE JOBBER’S SALESMAN. MUST BE SEASONED 
ALL _ AROUND MAN TO TRAVEL ESTABLISHED TERRITORY. 
re: OPPORTUNITY TO MAKE MONEY FOR A MAN WHO IS 
A_ PRODUCER AND IS WILLING TO WORK. GIVE AGE AND 

RECORD OF EXPERIENCE. — BOX J-23, CARE OF 
HARDWARE AGE, NEW YORK CIT 





. WANTED—Salesmen for high grade Hack Saw blades. Exclusive _ter- 
ritories. Attractive prices. Liberal commissions. General Sales Offices, 
Room 307, 16 Hudson Street, New York City. 





WE HAVE OPEN for good salesmen calling on retail hardware trade 
several territories to sell high grade line of grass seeds. Commission basis 
with drawing account to right man, Address Box J-19, care of HARDWARE 
AGE, New York City. 





THIS may mean you. We want five men calling on the hardware trade 
to handle profitable fast selling side-line. Substantial commission on origi- 
nal order and protection on repeats. This is a real moneymaker. Investi- 
gate = —, DURABLE PRODUCTS COMPANY, 5005 Euclid Avenue, 

eveland, O. 





GOING BUSINESS—Will sell account other interests. Does NOT 
offer speculative profits, but is sound business and will show good profit 
above interest on money. Best outlook in Texas as to future development 
of trade territor ye ypeoonge | thirty thousand cash necessary—no 
trades. Address Box 1-998, care of Harpware Ace, New York City. 


SALES ACCOUNTS WANTED 


Set Solid, Minimum of Five Limes.........ccccccccccesceeess $3.00 
RSackh Ben Display... .cccccccccscccsccccscccvscccs eccccccce 5.00 
Four Consecutive Insertions, 10 Per Cent Discount 








HARDWARE—Housefurnishings, established 18 years, located in the 
best colored section in New York. A great deal outside work, the 
right party can make a nice, comfortable living. Reason sickness, willing 
to sacrifice. $10,000 stock. Address Box J-1, care of Harpware AcE, 
New York City. 





WANTED — New items to manufacture. Midwestern factory, whose 
products are being handled by Hardware and Automotive Jobbers through- 
out the U. S., is in position to take on production and sale of additional 
items, preferably sold to the established with this class of trade. Address 
Box J-12, care of Harpware Acg, New York City. 


We Want a Good Commission Line 


Manufacturers’ agency wants a good quality line for 
Chicago and surrounding territory. We have established 
contact with jobbers, as well as large outlets, Bs mp | 
chain store organizations. Line must be dependable an 
such that initial sales will lead to volume repeat business. 
Address 7406-A, care of HARDWARE AGE, Chicago, III. 








FOR SALE—A going retail hardware business in the Piedmont section 
of Virginia. Stock consists of general line of my and shelf hardware 
roofing, a limited line of implements, paints, etc. es forty to fifty thou- 
sand dollars. Will sell entire business or will sell half interest. Address 
Box J-20, care of Harpware AGE, New York City. 





FOR SALE—Hardware stock and fixtures in a ae ag Michigan. 
Inventories about $9,000. Must be sold quickly. R. H. Johns, Trustee, 
507 Peck Bldg., Kalamazoo, Mich. 





FOR SALE—Southwest Michigan hardware store in city of 10,000. 
Only one other hardware —_ there. Inventories about $12,000. All 
clean salable stock. A good investment for the right party. Buy from 
the Trustee R. H. Johns, end Peck Blidg., Kalamazoo, Mich. 


SALES REPRESENTATIVES WANTED 


Set Solid, Minimum of Five Limes.......ssseeseseseseceees ae e4 


— Box Display. .ccccccccccccccccccccsccccccccccece eee 5. 
Four Consecutive Insertions, 10 Per Cent Discount 














Notice to Manufacturers 


We are open for a jobbing and distributing proposition for builders, 
and “industrial and hardware trade for the city of Newark, also sur- 
rounding territory. We are equipped with show room and office 
space for the same. What Have You to Offer? Address Isadore 
Siegel, 8-10 Charlton St., at Springfield Ave., Newark, 
N. J. Attention W. O. Carey. 











MANUFACTURERS Sales Agency. A selling organization represent- 
ing four manufacturers of hardware and builders’ lines for 15 years in 
Chicago is in a position to take on an additional line going to jobbers, 
department stores and similar outlets. Have specialized in the introduction 
of builders’ hardware specialties through architects and builders. Pre- 
pared to At small service stock and to make attractive ground floor sales 
display. Very hi ~ references. Address Box I-972, care of HARDWARE 
Ace, New York 








= 

SALES REPRESENTATIVES WANTED 
Tool, hardware, electrical or specialty men calling on the wholesale or retail 
hardware, electrical, paint or housefurnishing trade. Real salesmen wanted 
to introduce three new items never offered before. Every section of the 
country open. Philadelphia manufacturer, established 12 years and doing a 
national business with the most desirable jobbers, would like to hear from 
experienced men who know the trade and who can launch an expansion pro- 
gram. Tell us about yourself, your experience and the class of trade called 
on. Commission contract. 


VOSBIKIAN BROS. & CO., INC. 
180 West Oxford Street 





Philadelphia, Pa. 











MANUFACTURERS REPRESENTATIVE covering Philadelphia and 
eastern Pennsylvania territory for 8 years—wholesale and retail hardware 
trade, wishes to represent a manufacturer with a good line of hardware 
or supplies on commission tools, bolts, supplies or specialties, good pro- 
ducer, best reference. Address Box J-13, Harpware AGE, New York City. 


TWO SALES EXECUTIVES cuentas a sales company in New 
York City desire to represent manufacturer of hardware, building ma- 
terials and kindred lines for distribution to the retail hardware trade, 
building contractor, large industrial consumer and steamship company. 
Can furnish A-1 references. Address Box J-5, care of HarDWaRE AGE, 
New York City. 


FACTORY LINES WANTED. Old established Manufacturers’ Agency, 
traveling three experienced salesmen calling on jobbers of Hardware, Mill 
supplies, ctc., in Southern States, are open for new factory connections. 
Address Box J-7, care of Harpware Acg, New York City. 
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INDEX TO ADVERTISERS 














THE ADVERTISERS INDEX 


is published as a convenience and not as a@ part of the advertising contract. Every 


No allowance will be made for errors or failure to 


care will be taken to index correctly. 





Akron-Selle Co. 
Allen, L. B., > BMG. oicsswace ° 
Alliance Mfg. 

Allith-Prouty Co. 
Almo Trading & Imp. Co. 
American Chain Co. 
American Fork & Hoe Co. 
American Gas Machine Co. 
American National Co. 
American Ring Co 
American 
American 
American 
American 
American 
American 
American 


Screw 

Sheet & Tin Plate “Co.: 
Stainless Steel Co 
Steel & Wire Co...... 
Swiss File & Tool Co.. 
Telephone 4 Telegraph 


ribet iiiial ti 
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OOe  cdcoassecrs 
Anker-Holth Mfg. Co., 
Anti-Borax Compound Co 
Arcade Mfg. Co. ........-+-++- -- 
Armstrong Bros. Tool Ae 
Armstrong Mfg. Co. 

Atkins & Co., E. © 
Atlas Tack Corp. 


Babcock Co., The W. W......-.- 
Bakelite Corp. .. 
Baker, Geo., & Sons 
Ballonoff Metal Presets ee 
Barlow & Seelig Mfg. Co........ 
Barney & Berry, Inc..........-+ 
Bartlett Mfg. Co. 
Barton " 
Bassick Co. 
Beall Bros. .....-++++ 
Bemis & Call Co....... é 
Bernz Co., Inc., 
Bethlehem Steel Co. 
Bingham Engraving Co. anes 
Birtman Blectric Co...........- 
Bissell Carpet Sweeper Co....... 
Biante BEGG, O8.. occcccecicvscccs 
Blaisdell Pencil Co. 

Bommer Spring Hinge.......... 
Bosley Co., D. W. 

Boston Varnish Co. 
Boston Woven Hose & Rubber Co. 











Boyle ©0., A. S..cccccccccceses 
Brach Mfg. Co., lL. 8..........- 
Berninerl BER OB. cccccccesccs 


Brammer Washing Mach. 2 
Bridgeport Chain & Mfg. Co.... 
Bridgeport Hardware Mfg. Co.... 
Bridgeport Screw Co. 
Brinkman Engineering Co.. 
Brown & Sharpe Mfg. Co.. 
Brush-Nu Co 





Buffalo Wire Works =: 
Bunker-Clancey Mfg. Co.. 
Burgess Battery Co............. 
Burley & Winter Pottery Co..... 
Burnley Battery & Mfg. Co..... 
Busby, C. W., 


“ampbell Machine Co........... 
Carborundum c 

Carolus Mfg. Co. 
Chain Products Co. 
Chamberlain Co. 
Cheney & 





Clark Bros. Bolt Co........... e 
Clements Mfg. Co. ...ccccscces ry 
Clemson Bros., Inc. .........++ « 
Cleveland Quarries Co. 
‘Cleveland Wire Spring ~ i 
‘Clover Mfg. Co. ...... wawaae 
Coldwell Lawn Mower Co.. bsbeosecee 
Coleman Lamp & Stove Co...... ° 
Columbian Rope Co............. 
eee ee 
-Congoleum-Nairn, Inc. 
Continental Screen Co.......... __ 
Continental Steel Corp.... 
‘Cook Company, H. C...... 
Cooper Thermometer Co. 
A MeN, Wes A. 95 6-40-66 vib 5's ove 
“Corbin Cabinet Lock Co........ ° 
Corbin Screw — 
Corcoran Mfg. seeeawsesess __ 
Crescent Tool co, 
Cribben 
Crown Cork & Seal Co..... 
Cyclone Fence Co. 





ae | ee 
Damascus Steel Products Co..... 
Dazey Churn & Mfg. Co. ....... 
Deeer Meee. OR ives ssewrcace 
Delta Electric Co. 
Deming Co. 

Deniston Co. 
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Detroit Metal Specialty Co. 
Devoe & Raynolds Uo........... 
Dexter Co. ‘ 
Diamond Calk Horseshoe Co..... 2 
Dietz Co., R. 
Disston & Sons, Inc., Henry..... 
Dixon Crucible Co., Joseph...... 
Domes of Silence, Inc..........- 
Duluth Show Case Co........... 
Dux Dishmop Co. 


“an 


L11sil 


7 
a 


Eagle Lock Co........+-++eeeere 
Eagle-Picher Lead Co. 
Eastern Nail Co. 
Eastern Tool & Mfg. Co......... 
Eclipse Machine Co......-...-- 2 
Edison Lamp Works 
Edlund Co. 
Egry Register Co. 

Elastic Tip Co. ......-scccceees 
Electric Cutlery Co. 
Plectric Soldering Iron Co...... 
Empire Level Mfg. Co.........-- 
Enders Razor Co. 
Estate Stove Co. ........ re cesee 
Estwing Mfg. Co. 
Evansville Tool Works.......... 
rdeenty O8:, THO .cc..cvcccces 
Eversharp Shear Co...........-- 


19 


1 | 


LISLE U Ltd d de 


F 

F. & N. Lawn Mower Co........ 
Fairbanks Co. 
Farrand, Inc., Hiram A......... 
Fate-Root-Heath Co. 
Faultless Caster Co. 
Federal Bnameling & Stamping 

SS 04.6 44 604.90 00's C0400 6.0% 
Fischer, J. B. 
Forsberg Mfg. Co. 
Fox, A. H. 
Frantz Mfg. Co. 
French Battery Co. 
Freydberg Bros. 


12111 


ISrtdd 


G 


Gendron Wheel Co. 
General Wheelbarrow Co........ 
Getz Power Washer Co.......... 
Geuder, Paeschke & Frey Co..... 
Gilbert & Bennett Mfg. Co...... 
Gillette Safety Razor Co........ 
Globe American Corp. 
Gold Medal Folding Furniture 
Good Housekeeping 
Goodell-Pratt Co. 

Green Co., The 
Greenfield Tap & Die Corp....... 
Greenlee Tool Co. 
Griffin Mfg. Co. 


Co. 


PETV td bat tt 


J 


Hankscraft Co. 
Hanlon & Goodman Co.......... 18 
Harrington-Richardson 
Heiss Hotel System............ 
Heller & Co., W 
Henckels, Inc., J. 
Hercules Powder Co. ........... -- 
Hibbard, Spencer. Bartlett & Co. 
Hill, N i I NDS 6 a4 03.60 0s : 
Hoeft & Co. 
Re, Ee, WERK Ae. ccicwee - 
SN MS EG. bade nccccescasse 
Hubbard & RS CRE pane -- 
Huenefeld Co. 

Hurd, B. P. 
Hurley Machine o. ........... — 
Hutchison Mfg. Co. 


I 


Imperial Bit & Snap Co 
Imperial Knife Co. 
Independent Lock Co. 
Indiana Steel & Wire Co. 
Ingersoll Steel & Dise Co....... { 
Ingersoll Waterbury Watch (Co., 
rr rer reer er etree 
International Harvester 
America 
fewin Auger Bit ©6.....6..06e0. - 
Ives Co., H. B. 
Iwan Bros. 


Jennings Mfg. Co., 
Johnson & Johnson............. 
Johnson Arms & Cycle Works, 

BOE we eed ateenedesd6ereeves 


Kansas City Chamber of Commerce 5 
Keenex Razor Sharpener Co - 
NS OO OEE eee 
Kelly Axe & Tool Works of the 
American Fork & Hoe Co...... 
Kenton Hardware Co. 
Kester Solder Co. 
Kewaskum Aluminum Co........ 
Keystone Steel & Wire Co...... 
Kimball Bros. Co. 





+| Outing Mfg. 





Kingston Products Corp 
Klein & Sons, M 
Kraeuter & Co. 





Lamson & Sessions Co......-+-+ 
Landers, Frary & Clark......-- 
Laub Products 
Lauson Corp. 

Leyse Aluminum Co. 
Libbey-Owens-Ford Glass Co..... 
Lionel Corp. 
Lufkin Rule Co. eee 
Luther Grinder & Tool Co........ 


McCarthy Mfg. Co. 
McKinney Mfg. Co. 
Madison Hotel, The......... See 
Malleable Iron Fittings Co....... 
Mansfield Tire & Rubber Co..... 
Marshalltown Trowel Co. 
Martin-Senour Co. .....--+-+++++ 
Martin Varnish Co. 
Marvel Rack Mfg. Co., 
Maydole Hammer ee David. 
Meadows Mfg. Co. 

Meisselbach Nite. Co., Ky Bi.ccce 
Miller, Inc., R. E 

Milwaukee Brush Mfg. Co 
Milwaukee Stamping Co......... 
Monarch Mfg. Co., The.........- 
Montague Rod & Reel Co........ 
Moore Push-Pin Co. 
Morse Twist Drill & Machine Co. 
Murphy Sons Co., Robert....... 
Murphy Varnish Co............ 
Myers & Brother Co., F. E..... 


N 


National Carbon Co. 
National Lead Co. 
National Enameling & 





Stamping 

OU.” Wives waned aceress ecawe< 
National Housefurnishing Mfrs. 

ps Peer eee eee 
National Mfg. Co. 
National Show Card Writer..... 
National Sign Stencil Co........ 
Neely Nut & Bolt Co........... 
Nestor Johnson Mfg. 
New A 


Nicholson AS ain 050s 0.0 v's. 
Nileo Lamp Works, Inc.. 
North Wayne Tee), Ce... ic sce. 
Northwestern Barb Wire Co..... 
POORER SOE CR esi ccc ceees 
Norwich Wire Works 


Oo 
Old Colony Distributing Co...... 
Oliver Iron & Steel Corp........ 
Oneida Community, Ltd......... 
SN Os SEIU ccweceecsddees 
Ontario Knife Co. 
Osborn Mfg. Co. 


Co. 





Pacific Lubrication Engineering 


Page Steel & Wire (o.......... - 


Paine Co. 
Patent Novelty Co. 
Peck, Stow & Wilcox Co.... 
POGUES PR OB, ccs cctvcccccs 
Peerless Handcuff Co............ 
Pelouze Mfg. Co. 
Pennsylvania and Atlantic Hard- 
ware Association, Inc.......... 
Pennsylvania Lawn Mower Wks. 
Perfection Stove Co., 
Peters Cartridge 
Pharis Tire & Rubber Co........ 
UN, MEN Oe oo 0:0 ahs 5:0 ee 0s 
— Lawn Mower 


Pittsburgh Plate Glass Co. 
Pittsburgh Plate Glass Co. 
Division) 
Pittsburgh Steel Co. 
Plumb, Inc., Fayette R.......... 
Plymouth Rubber Co. 
Popular Science Monthly........ 
Porter, H. K. 
Pratt & Lambert, 
Prentiss Vise Co. 
Progressive Mfg. 
Pyrene Mfg. Co. 


(Paint 


Reading Iron Co. 
Reed & Prince Mfg. Co.......... 
Remington Arms Co., 
Remington Cash Register ri 
Rennous-Kleinle Div. of Pitts- 

burgh Plate Glass Co......... 
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Reo Motor Car Co.......-++++++ 
Reynolds Wire Co. 
Rich Pump & Ladder Co......... 
Richards-Wilcox Mfg. Co.......- 
Richardson Ball Bearing Skate Co, 
Rixson Co., Oscar C. 
Robertson, Arthur R............ 
Robinson, Edward E............ 
Robinson, M. W. 
Rose, Frank, Mfg. 
Rose & Bros., W......cccccecee 
Rotax Company, 
Rubberset Co. 
Ruby Chemical Co. 
Rugg Mfg. Co. 
Russell, Burdsall & Ward Bolt & 
MMUREMEOT Es 5 ccs vs cisinweeeees 
Russell & | re er re 
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Sache, Inc., Lowle «......ccccsee 
Sallee Bros. 
Samson Cordage Works.......... 
Sargent & Co. 
Savage Arms Corp. 
Schatz Mfg. Co. 
Schlage Lock Co.............+. 
Schrade Cutlery 
Segal Lock & Hardware Co...... 
Seth Sales Corp. 
Shapleigh Hardware 
Sheffield Bronze Powder & Sten- 

OM, idee ce de ba bdd:c tae ec'en 
Shelby Spring Hinge Co........ 
Sherman Mfg. Co., H. B 
Showcarder, Inc. 
Silver Lake Co. 
Simmons Hardware Co.......... 
Simonds Saw & Steel Co........ 
Simonds Worden-White Co....... 
Simonsen Iron Works 
Smith, Inc., Landon P 
Smith, Seymour, & Son, 
Solderall Corp. 
Springfield Arms 
Standard Electric § 
Standard Gas Equip. Co 
Standard Tool Co. 
Stanley Works 
Starrett, L. 8S. 
Stevens Arms Co., a 
Stewart Iron Works............ 
Strong Mfg. Co. 
Superior Blectric Products Corp.. 
Swan Co., James 
Sylvania Products Co. 
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Thermwool Products Co. ....... 
~~ | Thompson & Son Co., Henry G... 
— | Tilley Ladder Co., John Mira acme 
Toledo Metal Wheel Co......... 
Toledo Pressed Steel Co......... ‘ 
Toledo Wheelbarrow Co......... 
TENE BO GR. os cis ccccsccace _ 
Trimont Mfg. Co. 
= SU eee errs 
Tubular Rivet & Stud Co.. 
Tucker Duck & Rubber Co. re 
Turner Brass Works...........- 
Turner & Seymour Mfg. Co....... 
Twin City Iron & Wire Co....... 
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— | Union Fork & Hoe Co......... we 
Union Hardware Co............. 
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Vaughan Novelty Co. .......... 
EE NE OIDs co décdccovtavces 
Vollrath Co. 
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Wagner Dlectric Corp. 
Wall, P., Mfg. & Supply Co...... 
Walworth Co. 
Warren Mfg. Co., J. D......... 
oo | Washburn, DB. G., & Co 

ae Western Cartridge Co. 
Westinghouse BDlectric & Mfg. Co. 
Whiting-Adams Co. 
Wickwire Brothers 
Wickwire Spencer Steel Corp.... 5 
Wilson-Imperial Co. 2 
Winchester Repeating Arms Co... 
Wiss & Sons Co., 
TE EN OIE | bo .cseals wiccoaases 
Wolverine Supply & Mfg. Co.... 
Wood Shovel & Tool Co.......... 
NOOR NUD OUD sien escccs bees 
Worthington Co., George........ 
Wright Steel & Wire Co., G. F... 
Gi | Wremgut Water Con... 0c. csse. 
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Yale & Towne Mfg. Co.......... 
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50 years on a DOOR 


good for 50 years more 
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Notabene 


The solid bronze Bommer Spring Hinges swinging the 
big front doors of the old Bank of Manhattan at 40 Wall 
St., New York, since 1880 were still in excellent condi- 
tion when that building was demolished in 1929 to be 
replaced by the new Bank of Manhattan skyscraper of 
73 stories which is also equipped with Bommer Spring 
Hinges—truly an astounding record. 


These Historic Hinges can be seen at our factory 


TRADE MARK 


Millions and Millions of People 
are Pushing Bommer Spring Hinges 
when opening doors 


Factory at Brooklyn, N. Y. 




















Lovely Enameled Thumb Tacks 
SELL ON SIGHT 


Home lovers can now secure our beautiful 
tacks in all colors that harmonize with interior 
furnishings and decorations. 


Size 7/16” diameter. Made in 12 colors. 36 
Tacks on a block. Retail at 10c per block, 
$14.40 per gross. Cost Dealers $9.00 per gross 
of blocks. 


Packed 12 blocks in a box—12 boxes in a 
carton. 


We Also Manufacture Upholstery Nails, Thumb Tacks, 
Celluloid Covered Tacks, Fancy Nails, Etc. 


If Your Jobber Cannot Supply You— 
Write Us Direct. 


R. E. MILLER, Inc. 
35 Pearl Street New York City 











Kimball \ 
HAND POWER ELEVATORS 
FastandSafe | a 


A most inexpensive and 
simple elevator to install 
and operate where an elec- 
tric elevator is not feasible 
—comes sawed, drilled, 
fitted ready for anyone 
handy with tools to as- : ‘ ae 
semble and install. abe | be 


Builders of 


Hand Power 
Light Electrics 
Push Button 
and All Types of f 
Electric 
Elevator 


Machines 















































WRITE FOR DETAILED INFORMATION ON 


KIMBALL ELEVATORS 
KIMBALL BROS. CO. 


1205-19 Ninth St. Council Bluffs, Ia. 
4AA 








A shovel is no better than its mate- 


rial. The tough implement STEEL 
| (specially processed by us) and 
— used only in Indiana Shovels, is the | 


reason for their X-tra quality. Ask 
your jobber for Indiana Brands. 


The Ingersoll Steel & Disc Co. 


,Suecessor to , 
The Indiana Rolling Mill Co, 


Newcastle ae hi lelr-lat) 
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~ Chainstore Fs 








ANOTHER 


sale made 
on stght! 


VIS CUSTOMER came in for paint... yet 

q also bought 60 feet of pump chain! Why? 
Because the Hodell Chainstore BROUGHT IT 
TO HIS ATTENTION while he was waiting 
to have his package wrapped! That’s the 
secret of successful chain selling...reminding 
the customer of a need for chains he might 
otherwise forget ...by putting them RIGHT 





There is a style of Hodell Quality Chain 


a pone agar buen BEFORE HIS EYES! @ The Hodell Chainstore 
ains... Halter Chains... Porch Swing ° 

Chains... Cow Ties... Pump Chain wre takes up but 214 square feet of floor space. 
ieaerabeands... aanabtinnee YOU CAN’T AFFORD TO BE WITHOUT IT! 


a fald SHAM) DRODBUETS CO 
































THE CHAIN PRODUCTS COMPANY 
Cooper Ave. and Penna. R.R., Cleveland, Ohio Name - eee ee he 


Please send me full information on Hodell 
Chain and the Hodell Chainstore. Address City. 
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The 
Honeymoon Chest 


Fitted with a 29-piece set in 
the Skyline Design, $18.00 


1. ERE’S more profit for you in every one of these 
Tudor Plate units — because they make more 


The Meadowbrook Tray 
Fitted with a 3.4-piece set in sales of sets. 
Seer er In color and design—with the bright beauty of their 

Tudor Plate fittings, they are superb displays. Every 

woman’s eyes find them desirable, smart and useful. 

And they are different with the touch of modern 

distinction that every woman wants. 

She sees them all as more than Silverware holders — 

the Honeymoon Chest for a score of boudoir uses; the 

Mirror Serving Tray as part of a wall ensemble; the 

Meadowbrook Tray as a charming service accessory 

for her entertaining. 

Her choice of these, with the beauty and quality of 

the Skyline or Queen Bess Design, and with a price 

The Mirror Tray that gives her enough fine Silverware at half of what 


Fitted with a 29-piece set in 
the Queen Bess Design $18.00 


TUDOR PLATE 


she expects to pay— means another sale for you. 














